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COMMENT 


Out  of  tune 


If  ever  a  man  was  asked  to  sing  for  his 
supper  —  and  obliged,  but  miles  out  of 
tune  —  it  must  be  Mr  Brian  Inglis. 
Writing  in  the  Times  Health  Supplement 
last  week,  Mr  Inglis  records  that  he  has 
recently  attended  "agreeable  social 
occasions"  in  the  company  of 
pharmacists  (he  was  in  fact  a  guest  at  a 
PSGB  Council  dinner),  but  had  not  been 
prepared  for  the  "virulence"  of  some 
comments  on  doctors  and  prescribing. 

The  guest  took  on  board  comments 
concerning  drug  interactions,  including 
those  with  over-the-counter  remedies,  but 
allied  the  pharmacists'  concern  with  their 
fears  over  loss  of  business  to  supermarkets 
and  to  "alternative"  forms  of  therapy, 
such  as  homoeopathic  and  herbal, 
because  of  their  relative  freedom  from 
side  effects. 

Why,  asked  Mr  Inglis,  did  not  all 
pharmacists  move  in  on  this  business 
themselves?  The  answer  he  received  was 
that  the  remedies  would  be  frowned  upon 
until  proven  by  double-blind  trials.  Ah, 
but  did  pharmacists  apply  the  same  rules 
to  all  the  drugs  they  sell,  responded  Mr 
Inglis,  who  invents  his  own  answer.  "Of 
course  they  do  not.  Few  have  been 
submitted  to  trials;  of  those  that  have 
some  have  been  shown  to  be  useless,  and 
others  harmful.  It  is  surely  a  foolish 
attitude  for  pharmacists  to  take.  They 
should  think  again." 

Perhaps  if  that  is  his  reaction  to 
hospitality,  Mr  Inglis  should  next  time  be 
invited  to  stay  for  the  washing  up  rather 
than  to  retire  to  his  typewriter.  But 
perhaps  it  is  not  his  fault:  if  the  profession 
intended  to  bend  his  ear,  then  at  least  it 
should  have  ensured  he  went  away  with 
the  whole  story  —  which  would  have 
included  an  appreciation  of  the  differing 
professional  opinions  (including  medical 
opinions)  on  alternative  medicine,  and  an 
understanding  that  many  pharmacists 
object  to  homoeopathic  and  herbal 
remedies  escaping  the  net  when  a  little 
thing  called  the  Medicines  Act  is  calling 


for  all  those  "pills  and  potions  the 
pharmacist  sells"  to  justify  themselves  or 
be  removed  from  the  market. 

Damaging  to  the  pharmacists'  interest 
in  a  different  way  —  more  for  what  it  does 
not  say  than  for  what  it  does  —  is  the 
latest  booklet  in  the  Family  Doctor  series, 
"Is  your  medicine  really  necessary?"*,  to 
be  published  January  19.  This  advises 
patients  to  "pause  and  consider"  before 
buying  certain  OTC  medicines. 

"What  you  almost  certainly  do  not 
need  as  a  patient  are  those  proprietary 
preparations  that  are  so  heavily  advertised 
in  the  Press  and  on  the  television,"  writes 
the  author,  Dr  R.  J.R.  Lewis,  a  dispensing 
doctor  and  chairman  of  the  GMSC  rural 
practices  subcommittee. 

Earlier,  Dr  Lewis  points  out  that 
"most"  pharmacists  are  willing  to  give 
"simple"  advice  to  patients.  "They  can 
advise  aspirin,  paracetamol,  antacids, 
motion  sickness  remedies,  calamine 
lotion,  antiseptics,  kaolin  mixture  and 
simple  remedies  like  this  because  they  are 
qualified  to  do  so  and  also  because  they 
can  in  fact  save  a  lot  of  unnecessary 
worrying  of  doctors." 

This  we  find  something  of  a  put-down, 
especially  as  Dr  Lewis  insists  the  patient 
should  consult  the  doctor  about  the  best 
cough  mixture,  drug  and  food 
interactions,  and  the  timing  of  taking  of 
drugs.  For  a  booklet  whose  sale  through 
pharmacies  is  specially  encouraged,  it  is 
an  opportunity  lost  —  if  not  a  minor 
insult. 

What  a  contrast  is  the  Pan  Book  on 
cosmetics  by  Dr  Vernon  Coleman  (pi  13). 
Is  it  possible  he  values  the  pharmacist's 
role  from  a  standpoint  different  from  that 
of  a  dispensing  doctor?  And  what  a 
contrast,  too,  with  the  computer  project 
to  be  carried  out  by  Mr  Roger  King  with 
local  GPs  (p81).  Hopefully,  this  is  the 
spirit  of  co-operation  that  will  eventually 
influence  the  public  rather  than  the 
antagonism  and  sins  of  omission  we  also 
have  had  cause  to  mention.  ■ 
*  The  booklet  (£0.50)  is  available  to 
members  from  the  National 
Pharmaceutical  Association,  or  direct 
from  Family  Doctor  Publications,  BMA 
House,  Tavistock  Square,  London  WC1. 


Chemist  &  Druggist  16  January  1982 
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THIS  WEEK'S  NEWS 


Council  approves  a 
new  certificate 


The  Pharamaceutical  Society's  Council 
has  accepted  a  new  design  of  registration 
certificate,  subject  to  the  membership's 
approval. 

The  new  certificate  is  the  same  size  as 
the  one  used  from  1954-1981  and  is  of 
similar  design,  modified  with  a  seal.  The 
design  was  selected  from  a  number 
considered  by  the  Law  Committee. 
Members  with  certificates  of  the  design 
introduced  last  year  will  be  able  to  replace 
them  free  of  charge  with  the  new  one. 

Council  decided  at  this  month's 
meeting  to  investigate  the  possibility  of 
employing,  on  a  part-time  basis,  "a 
suitable  person  to  inscribe  names  on  to  the 
proposed  new  certificate." 

Mr  Howard  Turner,  an  organiser  of 
the  special  meeting  on  the  certificate, 
says:  "We  are  absolutely  delighted  to 
have  won  through  on  this  issue  after  so 
long  a  campaign,  and  hope  it  is  merely  a 
precedent  for  decisions  on  future  issues 
which  members  can  influence  through  the 
democratic  process.  However,  we  are  also 
a  little  sad  that  the  Council,  in  taking  the 
original  decision,  was  so  out  of  touch  with 
the  feelings  of  their  younger  colleagues." 


Minister  to  set  up 
dispensing  group 


The  Minsiter  for  Health,  Dr  Gerard 
Vaughan,  is  to  set  up  an  informal  working 
group  on  dispensing. 

It  will  parallel  the  informal  working 
group  on  prescribing,  on  which 
pharmacists  unsuccessfully  sought 
representation.  Dr  B.  Wills,  the 
Department  of  Health's  chief  pharmacist, 
has  suggested  that  the  group  be  composed 
of  six  pharmacists  —  one  academic,  one 
hospital,  and  four  general  practice.  The 
chairman  would  be  Mr  Graham  Calder, 
deputy  chief  pharmacist. 

Dr  Wills  has  asked  the  Pharmaceutical 
Society  Council's  views  on  certain 
nominations  and  these  were  agreed  at  this 
month's  Council  meeting.  ■ 

Support  for  SDP 

A  measure  of  support  has  been  received 
for  the  proposal  to  set  up  a  Social 
Democratic  Party  pharmacy  group, 
following  a  letter  in  C&D  from  Mr  N.L. 
Wood,  MPS  (C&D,  December  12,  pi  124). 


Mr  Wood  said  he  had  received  letters 
from  all  parts  of  England,  from  both 
party  and  non-party  members. 

At  present  the  group  is  to  have  an 
informal  status.  If  it  is  officially 
constituted  it  must  be  recognised  by  SDP 
and  this  is  unlikely  at  the  present. 

However,  C&D  understands  a  number 
of  proposals  on  general  health  matters  are 
to  be  circulated  to  those  who  have 
expressed  an  interest,  for  comment  and 
these  hopefully  will  be  put  forward  to  the 
SDP  health  policy  committee.  ■ 

First  premises  rise 
in  20  years 

The  last  year  shows  the  first  net  gain  of 
premises  on  the  Pharmaceutical  Society's 
Register  for  at  least  20  years.  Since  1955 
there  has  been  a  steady  decline  in  the 
number  of  pharmacies,  with  closures 
reaching  a  peak  during  1969-70  when  840 
premises  closed  in  two  years. 

A  net  gain  of  12  pharmacies  in 
December  brought  the  number  of 
registered  premises  up  to  10,715  at  the  end 
of  1981,  an  increase  of  89  on  December 
1980.  Although  there  was  a  net  loss  of  32 
shops  in  the  first  two  months  of  the  year, 
there  has  been  a  steady  increase  since 
then,  culminating  with  a  gain  of  40  in 
November;  306  shops  opened  in  the  year 
and  217  closed. 

During  December,  18  premises  opened 
in  England  (9  in  London)  and  6  closed  (2 
in  London).  There  were  no  changes  in 
Scotland,  and  one  opening  and  one 
closure  in  Wales.  ■ 


PSNC-LPC  election: 
new  timetable 

The  timetable  for  elections  to  the 
Pharmaceutical  Services  Negotiating 
Committee  and  to  Local  Pharmaceutical 
Committees  has  been  set  back  by  two 
weeks  because  of  the  recent  adverse 
weather  conditions  and  subsequent  mail 
delays  in  many  areas. 

The  following  revised  timetable 
applies:  -  Nomination  forms  to  be  received 
by  Friday,  February  5;  voting  papers  to  be 
issued  by  February  23  and  returned  by 
March  8;  result  to  be  declared  on  or 
before  March  29. 

Should  the  adverse  conditions 
continue,  a  further  note  will  be  published 
in  C&D.  * 

Pharmacies  hit  by 
bad  weather 

Pharmacy  Mutual  Insurance  Co  are  being 
inundated  daily  with  claims  from 
pharmacies  affected  by  the  bad  weather. 

A  spokesman  told  C&D  that  leaking 
roofs  were  causing  more  problems  than 
burst  pipes,  but  in  many  cases  the  extent 
of  the  damage  could  not  be  estimated 
until  the  ice  and  snow  had  thawed.  It  had 
been  the  worst  winter  for  three  or  four 
years  for  claims.  So  far  only  one  serious 
case  of  flooding  had  been  reported  in 
which  a  pharmacy  near  York  was  under 
two  feet  of  water. 

This  latest  bad  news  follows  a  year  in 
which  claims  for  riot  damage  have  made 
heavy  inroads  into  PMI's  funds,  but  the 
spokesman  said  it  was  too  soon  to  know 
whether  insurance  premiums  would  have 
to  be  increased.  Hopefully,  if  the  next 
three  winters  were  mild  and  there  were  no 
other  major  disasters,  present  funds 
would  be  adequate.  ■ 


'I'm  selling  sunglasses  and  suntan  preparations. " 
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Computerised  patient  records 
in  pharmacist-GP  trial 


A  pharmacy  in  North  Humberside  is 
about  to  set  up  a  unique  pilot  scheme  to 
test  the  feasibility  of  maintaining  joint 
patient  records  on  computer  files  both  in 
the  dispensary  and  at  the  local  medical 
group  practice.  The  system  will  generate 
—  for  suitable  and  willing  patents  —  an 
FP10  Comp  at  the  pharmacy  and 
subsequent  repeat  prescriptions  after  the 
doctor  has  issued  the  pharmacist  with  an 
"authority  to  dispense"  (ATD). 

The  requirements  for  the  successful 
operation  of  the  pilot  scheme  are:  "An 
isolated  community  with  a  single 
pharmacy  served  by  one  or  two  doctor 
practices.  And  a  desire  by  doctors, 
pharmacists  and  patients  to  make  it  work 
because  of  the  advantages  or  incentives 
for  all  concerned." 

Mr  Roger  King's  pharmacy  in  the 
market  place  at  Hedon  —  a  small  village 
just  outside  Kingston  upon  Hull  and 
formerly  in  Yorkshire  —  fits  these 
requirements.  And  his  Monarch  computer 
system  is  capable,  with  some  additions,  of 
coping  with  the  pilot  scheme. 

However,  there  will  be  no  question  of 
direction  of  patients  to  a  specific 
pharmacy  —  patient  registration  at  the 
pharmacy  will  be  voluntary  and  virtually 
exists  already  in  Hedon,  for  geographical 
reasons. 

The  patient  will  have  ready  access  to 
prescribed  medicines  at  regular  intervals 
without  the  need  to  contact  the  surgery, 
regular  monitoring  of  their  health  by  the 
doctor  and  "an  increased  confidence  in 
the  health  care  team."  Most  of  the  initial 
patients  will  be  elderly  people  who  have 
been  stabilised  on  long-term  medication. 

Data  collection 


The  technology  exists  to  maintain  almost 
total  control  over  data  access  and  should 
be  used,  says  Mr  King.  Data  will  be 
collected  at  the  pharmacy  from  repeat 
prescriptions,  which  can  be  recognised  at 
Hedon  simply  by  handwriting  analysis. 
Since  most  such  prescriptions  are 
incomplete,  the  pharmacist  will  discover 
from  the  patient  their  usual  dose  volume 
and  frequency  and  this  will  then  be 
entered  into  the  records  —  but  it  will  be 
marked  as  having  been  obtained  from  the 
patient  and  not  from  the  prescription.  (In 
cases  where  the  doctor  personally  issues  a 
repeat  prescription,  he  can  ask  for  this  to 
be  recorded.) 

Records  will  be  created  initially  using  a 
device  which  is  capable  of  generating 
duplicate  labels  —  SLIM  (C&D, 
December  19/26,  pi  138  and  this  issue, 
p82).  Three  labels  will  be  created,  one  for 
the  container  and  one  each  for  two 
identical  record  cards.  One  set  of  cards 
will  be  kept  as  pharmacy  records  and  the 
second  sent  to  the  doctor. 

The  doctor  will  then  check  the  records 


and  if  the  patient  is  considered  suitable 
for  inclusion  in  the  scheme,  the  doctor 
will  have  the  option  of  calling  him  in  for 
monitoring  before  commencement. 
Alternatively,  the  patient  can  be  notified 
by  the  doctor  to  call  it  the  pharmacy  for 
explanation  of  the  scheme.  If  the  doctor  is 
satisfied  that  the  patient  is  suitable  for 
inclusion  and  is  prepared  to  co-operate, 
he  will  issue  an  authority  to  dispense 
(ATD)  medicine  for  the  patient  at  suitable 
intervals  for  a  specified  period,  as  in  the 
following  example :- 
Mr  J.E.  Brown, 
24  High  Street, 
Anytown, 

Tab  frusemide  40mg, 
1  om, 
Mitte  28, 

Repeat  at  28  day  intervals  on  5  occasions. 


The  ATD  -  stage  II 


The  ATD  would  not  be  a  prescription 
under  the  NHS  regulations,  but  would 
satisfy  the  Medicines  Act  as  regards  the 
pharmacist's  authority  to  supply  drugs. 

The  details  of  the  ATD  would  then  be 
entered  onto  the  computer  "patient  care 
file"  with  a  unique  reference  number  for 
the  patient.  The  patient  would  be 
encouraged  to  list,  or  bring  into  the 
pharmacy  for  inspection,  any  other 
medicines  they  had  in  their  possession, 
both  prescribed  and  OTC.  If  relevant, 
these  could  also  be  entered  on  the 
"patient  care  file"  and  any  purchases  of 
OTC  medicines  could  also  be  recorded 
automatically. 

The  doctor  will  get  "a  reduction  in 
workload  and  staff  costs  and  better 
organisation  of  routine  monitoring  of 
patient  health,  plus  better  support  from 
the  pharmacist  in  the  patient  compliance 
monitoring  and  in  patient  monitoring." 

The  pharmacist  can  expect  "increased 
job  satisfaction,  removal  of  the 
'incomplete  prescription  syndrome,'  and 
better  stock  and  workload  control,  plus 
cash  savings." 

The  file  becomes  live  when  the  first 
supply  of  prescribed  medicines  is 
dispensed  —  a  form  FP10  Comp  is  issued 
to  the  pharmacy  printer  and  duplicated  on 
the  blank  sheet  attached  to  the 
prescription  form.  The  FP10  is  sent  to  the 
doctor  for  signature  and  submitted  to  the 
Prescription  Pricing  Authority  in  the 
usual  way  —  the  duplicate  would  be  filed 
manually  with  the  ATD  and  the  patient's 
record  card.  The  patient  would  be 
instructed  to  return  direct  to  the 
pharmacy  at  approximately  28  day 
intervals  for  further  supplies  until  the 
expiry  of  the  ATD  and  issued  with  a  set  of 
duplicate  labels  in  a  suitable  plastic  folder 
of  pocket  size  to  take  to  the  surgery,  or  to 
a  different  doctor  or  hospital.  The  wallet 


may  be  linked  with  the  Medical  Research 
Council's  medicine  compliance  docket  if, 
as  expected,  both  MRC  and  Roger  King 
co-operate  further.  This  may  lead  to  a 
survey  of  patient  compliance  using  the 
|  system.  Mr  King  told  C&D  it  was  hoped 
also  to  encourage  the  reporting  of  drug 
side  effects. 

At  a  convenient  time  each  week,  the 
repeat  prescriptions  due  for  the  next  week 
would  be  printed  off  and  sent  to  the 
doctor  for  signing  and  the  duplicates 
dispensed  at  quiet  times  to  await 
collection.  The  patient  and  doctor  will  be 
notified  when  the  last  repeat  has  been 
issued  and  an  appointment  made. 

Additional  refinements  envisaged  will 
include  terminals  at  each  practice  surgery 
and  the  maintenance  of  a  drug  interaction 
file  at  both  pharmacy  and  surgery. 


Hardware  and  software 


The  Monarch  system  already  established 
in  the  Hedon  pharmacy  (C&D,  March  28, 
1981,  p595)  is  capable  of  taking  on  the 
extra  workload,  but  it  is  envisaged  that  an 
extra  disc  drive  would  be  needed  for 
efficiency.  The  type  of  drive  required 
would  be  determined  at  the  end  of  stage  I. 

Labelling  would  be  done  by  the  SLIM 
system  which  can  be  integrated  with  the 
Monarch  stock  control  system. 
Additional  software  would  probably  be 
by  Channel  Business  Systems,  creators  of 
Monarch  software.  Monarch  is  run  on 
Commodore  8032  processor  with  an  8050 
disc  drive  and  Epson  printer.  ■ 


Pharmacist  fined 


A  co  Durham  pharmacist  has  been  fined 
£150  after  a  drugs  raid  on  his  shop.  Mr 
Donald  Pedley,  MPS,  denied  a  charge  of 
failing  to  secure  a  Controlled  Drugs 
cabinet  at  Hannons  Chemist's,  Stanley, 
where  he  worked. 

The  court  heard  that  detectives 
investigating  the  raid  had  discovered  that 
the  CD  cabinet  had  not  been  forced  open 
and  had  apparently  been  left  unlocked. 

Mr  Pedley  told  C&D  that  the  shop  had 
been  broken  into  four  times  during  1981, 
and  CDs  had  been  stolen  on  three 
occasions.  The  police  had  disturbed  the 
thieves  during  one  raid.  ■ 


November  sales 


Retail  sales  by  all  chemists  rose  by  7  per 
cent  in  November  to  an  index  of  153 
(1976  =100),  against  an  increase  of  7  per 
cent  (index  188)  for  all  businesses.  For 
small  chemists  businesses  the  index  was 
1 33  (  +  8  per  cent)  and  for  large  258  (  +  3 
per  cent).  Combined  sales  by  chemists  and 
photographic  dealers  rose  by  15  per  cent 
to  an  index  of  166.  NHS  receipts  are  not 
included.! 
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Unichem  add  five  more 
features  to  Prosper 


Unichem  are  adding  new  features  to  their 
Prosper  electronic  ordering  system  at  no 
extra  cost  to  existing  members. 

Management  services  manager,  Mr 
David  Walker,  says  Unichem  are  investing 
more  than  £1  million  in  Prosper  over  the 
next  two  years.  The  new  features  are: 

□  Customer  specified  retail  prices  on 
stickers. 

□  New  printer. 

□  Bar-code  reader  attachments. 

□  Add-on  storage  modules. 

□  New  model  key  pad. 

They  will  automatically  be  given  to 
members  on  the  basis  that  the  customer 
who  has  used  the  system  longest  will 
receive  the  new  equipment  first.  David 
Walker  says  Unichem  will  try  to  resist  the 
demands  of  any  pharmacist  wishing  to 
"jump  the  queue." 

The  new  key  pad  embodies  totally  new 
circuitry  and  the  latest  computer  memory 
technology,  and  allows  better  battery  life, 
more  informative  display  messages,  full 
two-way  communication  with  Unichem's 
host  computers  (out-of-stocks  displayed 


immediately  after  order  sent  or  listed  on 
printer-calculator  attachment). 

The  new  printer-calculator  is  based  on 
an  Olivetti  desk-top  printing  calculator 
and  gives  rapid  printed  copies  of  order 
data  or  replies,  while  still  being  usable  as  a 
conventional  printing  calculator. 

The  light  pen  or  "wand"  plugs  into 
the  top  of  the  Prosper  key  pad  and 
enables  EAN  (European  Article  Number) 
bar  codes  to  be  read  from  individual 
products.  An  additional  storage  module, 
known  as  the  "memo  pack,"  allows  up  to 
six  different  orders  to  be  filed  temporarily 
for  later  recall  and  manipulation.  All 
Prosper  will  have  been  upgraded  to 
"wand"  option  by  the  time  EAN  bar 
codes  are  prevalent  in  pharmacy. 

With  the  new  system  the  user  can 
specify  his  own  prices,  or  pricing  policy, 
to  appear  on  his  price  stickers.  The  user 
now  enters  through  his  key  pad  the  prices 
that  he  wants  printed,  either  for 
individual  products  or  for  ranges  of 
products.  The  information  may  be  an 
actual  price,  or  percentage  mark-up  from 


cost  or  mark-down  on  normal  retail  price 
—  the  "custom  pricing"  feature  will  give 
users  more  detailed  monthly  statistics. 

The  key  pad  also  allows  order- 
reference  and  account  numbers  to  be 
carried  through  onto  the  invoice,  enabling 
a  single  key  pad  to  be  used  between 
multiple  shops  in  a  small  group. 

Hugin  Cash  Registers  Ltd,  UK  agents 
for  Micronic  AB  of  Sweden,  are  the  new 
suppliers  of  the  equipment. 

The  number  of  members  using 
Prosper  has  increased  from  around  1 ,600 
at  the  end  of  July  (C&D,  September  12, 
p459)  to  almost  2,000  at  present  ( 1 ,922). 
David  Walker  told  C&D  that  "as  new 
members  join  Unichem  they  tend  to  sign 
up  as  a  Prosper  user.  Given  the  fact  that 
all  orders  for  eligible  products  placed 
through  the  key  pads  attract  an  additional 
annual  profit  share,  it's  hardly  surprising 
that  Prosper  is  one  of  the  success  stories 
of  pharmacy."  ■ 


More  details  of  the  SLIM  system 


"SLIM"  the  "specialised  labelling 
interface  module"  launched  late  last  year 
(C&D,  December  19/26,  1981,  pi  138)  will 
be  used  in  conjunction  with  the  Monarch 
system  to  facilitate  the  pilot  patient- 
record  scheme  planned  by  Roger  King 
(p81). 

Further  details  of  SLIM  have  been 
now  made  available  to  C&D  by  Mr  J. 
Barrie  Thompson  of  Torkingcourt  Ltd, 
since  the  launch.  The  SLIM  labeller  uses 
32K  CMOS  memory  to  log  items 
dispensed  and  process  text,  and  either 
"stands  alone"  or  links  with  larger 
systems  through  a  standard  RS232 
interface  (eg  Roger  King's  Monarch). 

Each  key  on  the  "board"  has  three 
functions  (input  format  control  characters 
or  IFCCs)  and  can  either  input  text 
directly,  call  up  key  words  through  a 
"token  code,"  or  complete  phrases 
through  a  velocity  code. 

The  100  drug  names  and  21  drug 
presentations  recognised  enable  360  drug 
variations  to  be  called  up  —  amendment 
of  the  100  drug  names  to  those  most 
commonly  dispensed  at  a  particular 
pharmacy  can  be  carried  out  at  a 
"nominal  cost  in  48  hours." 

During  the  input  sequence,  any  item 
"flagged"  to  indicate  that  stock 
replenishment  is  required  may  be  stored  in 
separate  re-order  memory. 

The  input  sequence  also  offers  a 
"notes"  facility  to  provide  a  permanent 
or  transient  record  of  any  special  factor 
relating  to  the  script.  For  example,  it  can 
be  used  to  denote  the  current  supplier 
when  a  generic  preparation  is  dispensed, 


or  alternatively  it  can  serve  as  an  indicator 
for  a  preferred  wholesaler  if  the  product  is 
being  re-ordered.  It  can  also  be  used  to 
flag  items  which  are  owing  to  patients. 

Printing  is  a  matter  of  personal  choice. 
SLIM  comes  equipped  with  its  own 
internal  printer,  but  has  the  facility  for 
adding  on  an  external  printer,  not 
included  in  the  basic  cost.  This  has  the 
advantage  of  being  able  to  list  out  data 
from  the  memory  and  print  high  quality 
dispensing  labels  without  the 
inconvenience  of  paper  changes  —  the 
external  printer  can  be  dot  matrix  or  daisy 
wheel  depending  on  the  print  standard 
required  by  the  pharmacist. 

SLIM  will  produce  copies  of  any  free 
text  label  with  a  maximum  eight  lines  of 
print  and  26  characters  per  line,  and  up  to 


99  labels  without  further  intervention 
from  the  operator  —  the  continuous 
production  of  labels  may  be  interrupted  at 
any  point.  It  is  this  ability  to  produce 
multiple  labels  which  enables  Barrie 
Thompson  to  establish  patient  medication 
profiles,  OTC  purchase  records  and 
repeat  prescription  prompts  for  the 
general  practitioner. 

Roger  King  hopes  to  use  SLIM  in  his 
pilot  scheme  in  this  way  and  by  linking 
with  Monarch,  to  free  that  system  of  its 
dispensary  load,  and  operate  it  as  an 
OTC-POS  system. 

SLIM  is  available  at  an  introductory 
price  of  £995  for  the  basic  system  until 
March  31,  thereafter  £1,125  from 
Torkingcourt  Ltd,  150  Charminster 
Road,  Bournemouth. 

The  basic  SLIM  keyboard,  VDUand 
internal  printer  (centre)  with  optional 
portable  data  terminal  and  acoustic 
coupler  (right)  and  external  printer  (left) 
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TOPICAL  REFLECTIONS 

By  Xrayser 


PEOPLE 


Mr  David  Massam, 
LLB,  FPS,  has  been 
appointed  secretary 
of  the  Association  of 
the  British  Phar- 
maceutical Industry, 
in  view  of  the  impen- 
ding retirement  of 
Mr  Arthur  Shaw, 
OBE,  the  present 
deputy  director  and 
secretary,  on  March  1 .  Mr  Massam  joined 
the  Association  in  1970  as  an  executive 
officer  following  experience  in  industry, 
and  in  general  practice  and  military 
pharmacy.  He  was  appointed  assistant 
secretary  in  1980.  He  is  a  barrister-at-law 
of  the  Inner  Temple,  and  was  designated  a 
Fellow  of  the  Pharmaceutical  Society 
inl981. 

Miss  Christine  Hay,  LLB,  MPS,  has  been 
appointed  assistant  secretary  to  the  ABPI. 
Following  a  period  with  the  Wellcome 
Foundation  Ltd,  Miss  Hay  joined  the 
staff  of  the  law  department  of  the 
Pharmaceutical  Society  in  1975,  where  she 
was  responsible  for  the  editing  of  the 
"Medicines  and  Poisons  Guide".  A 
barrister-at-law  of  Gray's  Inn,  she  left  the 
Society  in  1980  and  has  since  been  in 
private  practice  at  the  bar. 
Mr  N.  F.  Maggs,  FPS,  has  been  awarded 
an  MBE  for  services  to  the  community  in 
the  New  Year's  honours  list.  Mr  Maggs 
qualified  from  Bath  in  1927,  and  worked 
at  the  Bristol  Royal  Infirmary  until  1933, 
when  he  moved  to  Frome,  Somerset,  and 
opened  a  shop.  He  remained  there  until 
his  retirement  in  1972. 

He  was  on  the  Urban  District  Council 
from  1964,  and  a  founder  member  of  the 
Mendip  District  Council  in  the  local 
government  reorganisation  of  1974.  He 
was  a  founder  member  of  the  Frome 
Chamber  of  Commerce  and  its  president 
from  1964-66.  He  has  been  a  town 
councillor  for  many  years. 


Deaths 
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Patterns 


Our  negotiators,  and  particularly  those  in 
LPC's  who  have  to  deal  with  applications 
regarding  doctor  dispensing,  will  find 
compulsory,  indeed  compulsive  reading, 
in  the  report  of  the  study  into  access  to 
primary  health  care  made  by  the  Office  of 
Population  Censuses  and  Surveys'  social 
survey  division.  Without  my  giving  a 
precis  of  what  was  said,  the  survey  gave 
information  which  must  be  invaluable  in 
establishing  criteria  for  allowing,  for 
example,  doctors  to  dispense  for  patients 
who  may  be  within  a  mile  of  a  pharmacy. 

The  fact  that  patients  take  their  scripts 
to  pharmacies  near  the  doctor's  surgeries, 
in  preference  to  those  near  their  homes,  is 
noted  —  and  is  one  sadly  familiar  to  me 
after  the  changes  brought  about  by 
resitings  of  surgeries  and  health  centres. 
They  want  to  get  their  scripts  made  up  as 
quickly  and  conveniently  as  possible  so 
that  the  community,  or  suburban 
pharmacy  would  appear  to  be  a  dead  duck 
unless  there  is  a  doctor  within  easy  reach. 

One  piece  of  information  which  struck 
me  was  that  80  per  cent  of  people  were 
given  scripts  in  the  surgery,  personally  by 
the  GP,  while  only  10  per  cent  had  been 
given  them  in  their  homes.  Now,  since  the 
bulk  of  the  arguments  in  favour  of  doctor 
dispensing  bears  upon  the  hardship  of 
such  house-bound  people,  would  one 
answer  be  to  let  the  dispensing  doctors 
dispense  for  them,  but  issue  scripts  to  the 
rest  for  dispensing  by  the  nearby 
pharmacy? 


Elastoplast 


I  imagine  the  Elastoplast  rep  will  be 
coming  soon  with  a  deal  on  their  new 
range  of  antiseptic  cream  and  liquid, 


East  Cumberland  Branches  of  the 
Pharmaceutical  Society,  and  he  was  a 
member  of  the  Cumbria  Area 
Pharmaceutical  Committee.  He  also  held 
offices  on  the  Cumberland  Local  Optical 
Committee. 

Mr  Humble  was  president  of  the 
Penrith  Chamber  of  Trade  in  1967,  and 
also  part  chairman  of  Penrith  Round 
Table.  He  was  commanding  officer  of  the 
Penrith  Squadron  of  the  ATC,  and 
founder-member  of  the  local  branch  of 
the  RAF  Association.  He  was  an  elder  for 
the  Presbyterian  Church  (now  Lowther 
Street  United  Reformed  Church). 

He  leaves  a  wife,  also  a  pharmacist, 
and  two  married  daughters. 
Woods:  At  home  at  Brooklands  Crescent, 
Fulwood,  Sheffield,  on  New  Year's  Day, 
aged  64,  Mr  Kenneth  Wood,  MPS.  Mr 


which  are  a  logical  development  —  so 
logical  it  makes  you  wonder  why  they 
didn't  think  of  it  years  ago.  No  doubt  they 
will  be  marketed  well,  with  good 
advertising  support,  TV  etal,  but  I  can't 
help  looking  at  the  shelves  which  now 
hold  TCP,  Dettol,  Savlon  liquid,  (all 
pharmacy-only  in  their  launching  days) 
sitting  alongside  the  NPA  antiseptic  which 
I  am  trying  to  sell  —  without  much 
conviction  I  am  afraid.  No  reflection  on 
the  product,  it's  just  that  without 
advertising,  it's  hard  work  against  the 
others. 

And  now  we  have  another  at  a  time  of 
disenchantment?  I  reckon  I'll  give  it  a 
whirl  though,  because  Smith  &  Nephew 
would  like  me  to  and  what  with  the 
introductory  offer  it  ought  to  make  a 
good  oncer,  even  if  it  doesn't  beat  the 
others  to  a  quarter  of  the  market.  .  . 


Pride  goes 


I  think  I  may  have  used  that  heading 
before,  but  then  I  was  talking  about  my 
mistakes!  This  time  it  looks  as  though  our 
Unichem  members  may  have  caught 
themselves  quite  a  cold  through 
overselling  their  computer  programme  to 
various  hospital  authorities.  I  think  it 
must  be  very  easy  to  recognise  the 
potential  of  the  modern  computer  for  a 
variety  of  functions  but,  as  I  understand 
it,  while  a  system  may  have  the  ability  to 
perform  many  amazing  feats,  to  provide  a 
programme  to  encompass  them  all  can  be 
extraordinarily  complex  in  practice. 

It  must  be  profoundly  disappointing  in 
this  instance  to  have  to  acknowledge  it 
publically  when  the  Pride  system  works 
well  in  retail  application.  I'm  glad  I 
haven't  got  to  write  the  letter  to  the 
various  purchasing  authorities,  but  who 
ever  you  are  at  Unichem  ...  I'm  thinking 
of  you. ■ 


W.  F.  Patterson,  assistant  secretary, 
Sheffield  Branch,  Pharmaceutical 
Society,  writes:  It  is  with  a  great  deal  of 
personal  regret  that  I  have  learnt  of  the 
death  on  New  Year's  Day  of  Mr  Ken 
Wood.  He  qualified  in  1940,  was  principal 
pharmacist  at  Rotherham  General 
Hospital,  and  during  the  last  war  served 
on  naval  shore  establishments.  He  was 
found  dead  in  his  home  while  his  wife  was 
in  hospital  after  a  gall  bladder  operation. 
He  is  survived  by  a  married  daughter 
living  in  Australia. 

Ken  was  for  a  number  of  years  an 
active  member  of  the  local  branch 
committee,  the  Sheffield  Pharmacy  Club, 
and  was  a  very  active  member  of  the  1977 
BPC  Sheffield  Conference  Committee. 
He  will  be  missed  for  his  dry,  subtle  sense 
of  humour."  ■ 
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Humble:  on  Christmas  Day  after  a  short 
illness,  aged  64.  Mr  Charles  Humble, 
MPS,  Beacon  Edge,  Penrith,  Cumbria. 
Mr  Humble  was  proprietor  of  Priestman 
and  Humble  in  Middlegate,  and  a  director 
of  the  Carlisle-based  firm  of  Ridley's 
Wholesale  Chemists.  He  had  been  a 
director  of  Penrith  Building  Society  since 
1967,  and  was  latterly  vice-chairman. 

Mr  Humble  qualified  as  a  pharmacist 
in  1940,  and  saw  service  with  the  Royal 
Air  Force  during  the  War.  In  1946  he 
qualified  as  an  optician  and  became  a 
partner  with  Messrs  William  and  Anthony 
Priestman,  later  becoming  the  sole  owner. 

He  figured  prominently  in  local 
pharmaceutical  circles,  being  past 
chairman  of  both  the  Border  Region  and 
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Your  customers  may  never  climb  Ben  Nevis, 
but  you  can  still  come  to  their  rescue 

lAFlth  R|icfP7P     Sore  lips  and  cold  sores  are  a  constant  threat  when  you  are 
ww  III  1  UiAtflw«G«  exposed  to  the  elements.  Which  is  why  professionals  use  Blisteze. 

And  they  are  not  alone.  Medicated  Blisteze  continues  to  be  the  most  popular  treatment  for 
cold  sores  and  sore  lips-because  it  is  known  to  be  the 

effective  treatment.  MSBSH  WBlistCZC 

With  a  heavy  national  advertising  campaign  behind  it, 
Blisteze  is  one  product  you  won't  have  to  worry  about 
selling.  Make  sure  you  have  enough  to  meet  demand. 

BLISTEZE.  Bliss  for  troubled  lips. 

Dendron  Ltd.,  94  Rickmansworth  Road,  Watford,  Herts  WD1  7JJ.  Tel.  (0923)  29251. 


Quick  relief  for 
Cold  sores 
Cracked  lips 
Chapped  lips 


Top  pack. 

Having  pioneered  Sterile  Dressing  Packs 
in  hospitals,  Vernon-Carus's  Vernaid  range  is 
now  the  undisputed  brand  leader  in  chemist 
outlets. 

Now;  with  improved,  more  distinctive 
packs,  we  are  set  to  further  enhance  our  repu- 
tation for  excellence  of  quality  and  reliability* 

Packs  are  available  at  all  wholesale 
chemists  and  conform  fully  with  the  exacting 
standards  laid  down  by  the  British  Pharma- 
copoeia and  the  Department  of  Health  and 
Social  Security 


THE  BRAND  LEADER 


Vernon-Carus  Limited,  Penwortham 
Mills,  Preston,  Lanes,  Tel:  0772-744493/8 
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COUNTERPOINTS 


Coe  promotes 

Instant 

Horlicks 

Beecham  are  launching  Instant  Horlicks 
supported  by  a  national  television 
commercial  featuring  Sebastian  Coe. 
Available  in  sachets  of  white  malted  and 
chocolate  (4  x  32g,  £0.45)  the  drink  is 
made  by  simply  adding  hot  water  and 
stirring.  It  is  being  launched  with  7p  off 
the  recommended  retail  price  for  a  carton. 

The  advertising  campaign  which  will 
be  shown  in  February  shows  Coe  setting  a 
new  world  record  for  preparing  the  food 
drink.  It  is  the  first  time  an  athlete  has 
taken  advantage  of  the  change  in  rules  by 
the  British  Amateur  Athletics  Board 
allowing  athletes  to  advertise  without 
infringing  their  amateur  status.  Beecham 
Foods,  Beecham  House,  Brentford, 
Middlesex  TW89BD.  ■ 


PRESCRIPTION 
SPECIALITIES 


Secadrex  tablets 


Manufacturer  May  &  Baker  Ltd, 
Dagenham,  Essex  RM10  7XS 
Description  White,  round,  film-coated 
tablets,  imprinted  "Secadrex"  on  one 
face,  each  containing  the  equivalent  of 
acebutolol  200mg  as  the  hydrochloride 
and  hydrochlorothiazide  12.5mg 


Dual  dose  Pripsen 


Marketing  moves 


The  sales  and  marketing  operations  for 
Special  Softies  pull-on  baby  pants  are 
being  transferred  from  Smith  &  Nephew 
Toiletries  to  Lilia-  White  Ltd,  Alum  Rock 
Road,  Birmingham  B83DZ.  ■ 


Indications  Mild  and  moderate 
hypertension 

Dosage  One  tablet  daily,  usually  in  the 
morning,  is  normally  sufficient.  If  not, 
dosage  should  be  increased  to  two  tablets 
daily  and  this  dosage  may  be  particularly 
suitable  in  moderately  severe  hypertension 
when  satisfactory  control  of  arterial  blood 
pressure  cannot  be  obtained  with  either  a 
beta-blocker  or  a  diuretic  alone 
Contraindications,  precautions,  etc  As  for 
acebutolol  and  hydrochlorothiazide.  The 
low  dose  of  hydrochlorothiazide  present 
makes  the  possiblity  of  significant  fluid  or 
electrolyte  imbalance  less  likely 
Packs  100  tablets  (£26  trade) 
Supply  restrictions  Prescription  only 
Issued  January  1982  ■ 


not  a  serious  complaint  and  how  they  can 
be  easily  dealt  with.  It  also  provides 
hygiene  information  to  help  the  patient 
avoid  further  re-infestations.  The  single 
sachet  pack  will  continue  to  be  supplied 
until  stocks  are  exhausted  towards  the  end 
of  January.  Reckitt  &  Colman  Products 
Ltd,  Dansom  Lane,  Hull HU8  7DS.  m 


Evans  ampicillin 


Ampicillin  capsules  and  syrup  will  be 
added  to  the  Evans  product  range  from 
January  18.  The  red/grey  capsules  will  be 
identified  with  the  Evans  logo  and  a  code 
number  (250mg-232;  500mg-233)  on  one 
half,  and  with  the  strength  on  the  other 
half.  Granules  for  syrup  are  reconstituted 


with  water  to  produce  a  cream  coloured, 
fruit  flavoured  suspension. 

Packs  and  trade  prices  are: 
250mg  capsules  x  500  (£17);  500mg 
capsules  x  250  (£17);  125mg/5ml  x 
100ml  syrup  (£0.75),  and  250mg/5ml 
syrup  x  100ml  (£1.15).  Evans  Medical 
Ltd,  891  Greenford Road,  Greenford, 
Middx.  ■ 

Gerifit  renamed 
and  reformulated 

From  January  18,  Gerifit  capsules  are 
being  replaced  by  Galfervit  capsules. 
These  contain  the  same  active  ingredients 
as  Gerifit  but  the  amount  of  ferrous 
fumarate  has  been  increased  to  305  mg  in 
each  capsule  and  the  pyridoxine 
hydrochloride  content  increased  to  4mg. 

The  capsules  are  indicated  for  the 
prevention  and  treatment  of  iron 
deficiency  particularly  in  the  elderly  where 
inadequate  diet  calls  for  supplementary 
vitamins  B  and  C.  Dosage  is  one  capsule 
daily  or,  for  more  severe  anaemia,  one 
capsule  twice  daily.  Galen  Ltd,  19  Lower 
Seagoe  Industrial  Estate,  Craigavon,  Co. 
Armagh  BT63  SQDFm 

Remiderm  size 


The  75g  Remiderm  spray  is  being  replaced 
by  a  50g  size  (£2.05  trade).  All  stocks  of 
the  old  sizes  are  exhausted.  E.R.  Squibb  & 
Sons  Ltd,  Reeds  Lane,  More  ton, 
Merseyside  L46  lQW.m 


Lance  B&C  pack 

Kirby-Warrick  are  introducing  a 
100-tablet  pack  of  Lance  B&C  (£1 .92 
trade)  with  a  rrp  of  £3 .3 1 .  Stocks  will  be 
available  from  January  18.  Kirby-Warrick 
Pharmaceuticals  Ltd,  Mildenhall,  Bury  St 
Edmunds,  Suffolk  IP28  7AXU 


Trimopan  liquid 


Berk  Pharmaceuticals  are  introducing  a 
suspension  formulation  of  Trimopan.  It 
contains  lOmg  trimethoprim  per  ml  and 
comes  in  100ml  bottles  (£1.45  trade). 

The  company  has  discontinued  Filon 
tablets.  Berk  Chemicals  Ltd,  St  Leonards 
Road,  Eastbourne,  Sussex  BN21 3  YGu 


Tablets  only 

From  February  1 ,  Fucidin  capsules  will  be 
phased  out.  Orders  will  be  replaced  with 
Fucidin  tablets.  Leo  Laboratories  Ltd, 
Longwick  Road,  Princes  Risborough, 
Aylesbury,  Bucks  HP  17  9RRm 


Reckitt  &  Colman  are  replacing  the 
current  Pripsen  pack  with  a  dual  dose 
sachet. 

This  is  because  worm  treatments  are 
only  effective  against  adult  worms.  By  the 
time  the  patient  seeks  treatment, 
re-infestation  via  the  eggs  is  likely  to  have 
taken  place.  It  is  important,  therefore,  to 
give  a  second  treatment  14  days  after  the 
first.  The  dual  dose  sachet  is  designed  to 
help  patients  remember  to  take  their 
follow-up  dose.  It  retails  for  £0.84, 
exactly  twice  the  cost  of  the  single  sachet 
pack. 

The  company  will  be  offering 
pharmacists  a  new  advice  booklet  for 
patients,  which  explains  that  worms  are 
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Vantage  nappy 
launch  ends 
phase  one 

Vestric  believe  that  the  national  launch  of 
their  all-in-one  own-label  disposable 
nappy  with  elasticated  leg  is  the  first  of  its 
kind  in  this  country  and  it  completes  the 
first  phase  for  the  launch  of  Vantage  own- 
label  products.  A  second  range  including 
toiletries  and  household  goods  is  to  follow 
in  the  Spring. 

The  nappies  are  available  in  two  sizes, 
"daytime"  designed  for  babies  weighing 
up  to  22  pounds  and  "toddler"  for 
heavier  babies.  Prices  are  £1 .46  and  £1 .55 
per  dozen  respectively,  although 
throughout  February  they  will  be 
available  on  special  offer  at  £1 .38  and 
£1.47.  Vestric  Ltd,  West  lane,  Runcorn, 
Cheshire  WA  7  2PE.  ■ 

Complan  on  TV 

A  second  burst  of  the  Complan  "Five  Star 
Fuel"  television  commercial  breaks  this 
week  and  runs  for  a  fortnight  in  the  Stags, 
Granada,  Harlech,  South  West,  Southern 
and  London  regions.  A  further  burst  is 
planned  for  March/ April.  Farley  Health 
Products  Ltd,  Torr  Lane,  Plymouth, 
Devon  PL3  5UA.  ■ 


Support  for 
Steradent 


Reckitt  &  Colman  are  to  spend  £2.5 
million  this  year  promoting  the  Steradent 
range  of  dental  care  products. 

Starting  in  January  there  will  be  a  5 
million  national  door-to-door  coupon 
drop  for  Steradent  Fresh,  followed  by  a 
"£1  cash  refund"  promotion  in  cash  & 
carry  outlets.  The  promotion  runs  from 
mid- January  to  the  end  of  April  and 
offers  retailers  a  £1  cash  refund  on  one 
dozen  packs  of  Steradent  Fresh  50ml. 


Dixcel  Pocket  hankies  have  been 
redesigned  and  are  now  available  in  a  new 
green  outer,  "specially  designed  with 
cash-and-carries  in  mind". 

Available  will  be  both  a  shrink-wrap  of 
two  outers,  containing  half  a  gross  and  a 
single  outer  of  36  packs.  The  outer 
converts  into  a  drawer-shaped  display 
pack  for  either  shelf  or  counter-top. 
British  Tissues  Ltd,  101  Whitby  Road, 
Slough,  Berks  SL1  3DT 


There  will  also  be  a  £1 .2m  national 
television  spend  with  the  first  five-week 
campaign  starting  at  the  end  of  January. 

Display  material  is  now  available  with 
the  Steradent  Fresh  consumer  leaflet 
advising  partial  denture  wearers  on  how  to 
care  for  both  dentures  and  natural  teeth. 

Support  for  the  Steradent  range  will 
not  be  confined  to  Fresh.  A  special  offer 
inviting  consumers  to  send  away  for  a 
cash  bonus  voucher  will  appear  on  packs 
of  Steradent  powder,  tablets  and  deep 
clean  until  March.  Reckitt  &  Colman 
Products  Ltd,  Dansom  Lane,  Hull.  ■ 

Clinicomb  for  lice 
treatment 

Clinicomb  is  described  as  a  major  advance 
in  the  treatment  and  prevention  of  head 
lice  infestation.  With  extra  long  teeth  to 
get  into  the  scalp  area  and  a  machined 
edge  to  remove  lice  eggs,  it  is  described  as 
a  major  aid  to  prevention  if  used 
regularly.  Manufactured  in  high  strength 
anodised  aluminium  for  durability,  the 
Clinicomb  causes  little  discomfort  and 
minimal  hair  removal.  Recommended 
retail  price  is  £1 .20  and  it  is  to  be 
advertised  in  journals  directed  at 
community  school  nurses.  Clinicomb  Ltd, 
PO  Box  150,  Chippenham,  Wilts,  m 

Revealing  all! 

Ashe  Laboratories  are  supporting  Reveal 
conditioning  shampoo  with  an  intensive 
advertising  campaign  in  the  women's 
Press.  Full-page  colour  advertisements 
with  the  copyline  "If  you  have  fine, 
problem  hair,  this  is  the  last  time  you  need 
ever  read  about  it"  are  appearing  until  the 
end  of  March.  Ashe  Laboratories  Ltd, 
Ashtree  Works,  Kingston  Road, 
Leatherhead,  Surrey  KT22  7JZ.  ■ 


Family  toiletries 
at  less  than  £1 

Samantha  Jane  are  launching  a  range  of 
hypo-allergenic  family  toiletries.  The 
range  has  already  been  available  on 
limited  distribution  to  stockists  who  were 
given  a  pre-Christmas  preview  but  the 
main  launch  is  only  now  underway. 

Four  products  are  available  —  a 
family  bath  foam,  foaming  bath  oil, 
family  shampoo  (all  500ml)  and  a  family 
talc  (250g).  Packaging  comprises  a  white 
pvc  container  with  sea  green  print  and 
caps.  Regular  retail  prices  are  £0.99  but 
there  is  an  introductory  offer  of  £0.66. 

Formulations  do  not  include  salts  even 
though  the  products  only  contain  a  low 
active  detergent  level.  Salts  are  frequently 
added  to  shampoos  and  bath  additives  to 
ensure  foaming  but,  says  the  company, 
this  is  undesirable  in  shampoos  because  it 
has  a  tendancy  to  induce  sedimentation. 
Instead,  betaine  and  coconut 
diethanolamide  have  been  included.  The 
shampoo  and  talc  have  a  light  green  and 
floral  fragrance  and  the  foam  bath  a  fresh 
Scots  pine  fragrance.  Samantha  Jane  Ltd, 
Unit  3,  Heads  of  the  Valley  Industrial 
Estate,  Rhymney,  Glamorgan.  ■ 


ON  TV 
NEXT  WEEK 


Ln 

London 

WW  Wales  &  West 

We 

Westward 

M 

Midlands 

So  South 

B 

Border 

Lc 

Lanes 

NE  North-east 

G 

Grampian 

Y 

Yorkshire 

A  Anglia 

E 

Eireann 

Sc 

Scotland 

U  Ulster 

CI 

Channel  Is 

Anadin:  All  areas 

Askit  powders:  Sc,  G 

Beechams  Powders  mentholated:  All  areas 
Buttercup  cough  syrup:  All  areas 

Buttercup  sweets:  M,  Y,  Lc,  NE 

Complan:  Sc,  G,  WW,  So,  Ln 

Contac  400:  All  areas 

Dixcel  toilet  tissue: 

Ln,  M,  Lc,  Y,  NE,  WW,  So,  A,  We,  CI 
Mac  lozenges:  All  areas 

Marmite:  Ln,  M,  Lc,  So,  A,  We,  CI 

Moncler  Derma:  All  areas 

Mucron:  Ln,  M,  Lc,  Y,  Sc,  NE 

Night/Day  Nurse:  All  areas 

Pharmacin:  All  areas 

Redoxon:  Sc,  WW,  So,  Lc,  B,  Ln,  U 

Sanatogen  multi-vitamins:  All  areas 

Scholl  thermal  insoles:  All  except  E,  CI 

Sweetex:  All  areas 

Veno's  adult  formula:  All  areas 

Veno's  original:  All  areas 

Vicks  Sinex:  AH  except  E,  CI 

TCP:  All  areas 

Wilkinson  Sword  shaving  products:    All  areas 
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Test  market  for  Unicliffe  liquid 
meal  replacement 


A  liquid  meal  replacement  is  currently 
being  test-marketed  in  the  Tyne  Tees  and 
Granada  television  regions. 

Limmits  yogurt  enriched  slimming 
system  has  been  launched  by  Unicliffe 
into  the  liquid  meal  sector.  The  company 
claims  that  Limmits  hold  a  38  per  cent 
total  share  of  the  UK  slimming  market. 

The  new  system  they  say  is  the  first 
slimming  product  of  its  kind  on  the 
market  prepared  from  natural  yogurt 
solids.  It  is  available  in  three  flavours: 
wild  strawberry,  mandarin  orange  and 
tropical  pineapple  and  will  retail  at  £2. 15. 
Each  pack  contains  10  meal  replacements 
of  125  calories  each.  It  is  made  by  mixing 
with  water.  Packaging  reflects  the 
product's  natural  country  appeal. 

"We  are  confident,"  say  Unicliffe, 
"that  this  new  addition  will  broaden  the 
appeal  of  our  products  and  encompass  the 
younger,  more  modern  slimmer.  This  is 
because  our  new  flavours  extend  beyond 


Braun  newsletter 


Braun  have  recently  produced  their  own 
newsletter  Braun  Dental  News  —  for 
circulation  to  the  dental  profession.  It 
describes  their  continuing  programme  of 
research  and  development  which  has  led 
most  recently  to  the  introduction  of  the 
flat  trimmed  multi-tufted  brush  heads  for 
their  electric  toothbrushes,  and  includes 
details  of  a  comparative  study  of  manual 
and  electric  toothbrushes  for  handicapped 
children's  use  which  is  currently  being 
undertaken  by  Birmingham  University, 
for  which  Braun's  toothbrush  was  chosen. 
Braun  Electric  (UK)  Ltd,  Dolphin  Estate, 
Windmill  Road,  Sunbury,  Middx.  ■ 


Lipstick  range  and 
trail  sizes 

Activity  by  Quant  for  the  New  Year 
includes  the  launch  of  a  re-designed 
lipstick  shade  range  in  two  new 
formulations  —  colour  rich  and  colour 
gloss  lipsticks  (£2.35  each).  Most  of  the 
lipstick  shades  are  teamed  with  a  matching 
nail  polish  (£1.85). 

To  celebrate  St  Valentine's  day  Havoc 
and  Quant  by  Quant  fragrances  will  be 
available  at  special  prices  and  a  limited 
edition  of  matching  scented  soaps  will  be 
available. 

A  Vioz  Havoc  spray  perfume  (£5.05) 
will  be  on  offer  at  £3.50  and  the  soap  at 


the  normal  chocolate,  vanilla  and 
strawberry  variants  so  common  in  this 
product  category." 

Shelf  strips  and  free-standing  floor 
display  units  will  be  available  for  use  in 
the  test  market  region.  Unicliffe  Ltd,  5 
Trident  Way,  Brent  Road,  Southall, 
Middlesex  UB2  5LF.  ■ 


£1 .35.  For  Quant  by  Quant  a  9.5ml  spray 
perfume  (£7.50)  will  be  available  at  £5  and 
the  limited  edition  of  the  body  soap  at 
£1 .35.  Mary  Quant  Cosmetics,  75  Davies 
Street,  London  W1YJFA.  m 


Arden  savings 


The  Face  Perfectors  set  worth  £19.50  will 
be  available  through  Arden  stockists  for 
£14.95  from  January  19  whilst  stocks  last. 
Other  activity  includes  the  launch  of  a 
trial  size  of  flawless  finish  (9g,  £2.95)  in 
toasty  beige,  softly  beige  and  warm  beige 
and  the  large  sizes  of  deep  milky  cleanser, 
skin  tonic  and  Velva  moisture  film  (£4.95) 
together  with  Blue  Grass  flower  mist  eau 
de  cologne  spray  (£4.25)  and  hand  lotion 
(£2.50)  available  at  super  saver  prices. 
Elizabeth  Arden  Ltd,  13  Hanover  Square, 
London  Wl.  m 


Thompson  Medical 
increase  spend 

Thompson  Medical  are  increasing  their 
support  for  Aqua-ban  and  Slim-line  this 
year.  The  recent  interest  in  premenstrual 
tension  has  contributed  to  a  record  year 
for  Aqua-ban,  they  say,  and  to  maintain 
this  momentum  £100,000  will  be  spent  in 
women's  magazines.  Trade  promotions 
are  planned  for  the  early  part  of  the  year. 

A  budget  of  £200,000  is  going  behind 
Slim-line  again  using  women's  magazines 
Wholesaler  promotions  are  running  this 
month  and  the  next.  Thompson  Medical 
Co  Ltd,  PO  Box  365,  London 
SW1P  I A  A.  m 


Revolving  slides 


Market  Wise,  the  POS  specialists,  have 
designed  a  matching  unit  for  Adrien 
Mann  to  display  their  range  of  hair  slides. 
The  revolving  unit  is  similar  to  hose 
designed  for  handing  merchandise  such  as 


■  .   


chains,  beads  and  bracelets.  It  will  hold 
100  3in  x  2in  cards  and  forms  part  of  a 
modular  merchandising  system  to  display 
a  wide  variety  of  boxed,  carded  and  loose 
jewellery  items.  Market  Wise  Ltd,  Burdett 
Mews,  Belsize  Crescent,  London  NW3.  ■ 


Menley  and  James  national  sales  manager 
Mr  Doug  Budge  (left)  presenting  Mr  Alan 
Brown,  MPS,  with  a  £200  Debenhams 
voucher,  first  prize  in  a  joint  Unichem  I 
Contact  400  promotion.  Mr  Brown  is  from 
Nant-y-Moel,  near  Bridgend 
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Additional  styles  in  Hesi-shoe 
Spring  collection 


Hesi-shoe  (UK)  are  launching  10  new 
styles  in  their  1982  Spring-Summer 
collection  of  Homyped  exercise  sandals 
and  indoor  footwear.  Additions  include 
two  basic  exercise  sandals,  two  medium- 
heel,  two  high-heeled  fashion  styles  and 
there  are  four  new  flexible  soft-form 
models. 

The  new  range,  says  the  company,  is 
designed  to  widen  the  appeal  of  exercise 
footwear  in  the  UK  by  bringing  in  new 
fashion  styles  to  attract  younger  buyers 
from  the  16-23  age  group. 

For  '82  the  leather  uppers  of  the  new 
models  will  be  improved  by  the 


Oriental  pendant 
from  Cachet 

Prince  Matchabelli  will  be  promoting 
Cachet  on  counter  during  the  Chinese 
New  Year  with  an  offer  of  a  Chinese 
horoscope  pendant,  available  for  only  £2 
with  proof  of  any  Cachet  purchase. 
Prince  Matchabelli,  PO  Box  242,  Consort 
House,  Victoria  Street,  Windsor,  Berks 
SL4  1EX.  m 


The  new  wrapper  designs  for  the 
Grossmith  range  of  complexion  soaps 
which  are  available  in  buttermilk,  oatmeal, 
witch  hazel  and  lavender  (£0.32).  Fassett  & 
Johnson  Ltd,  New  Road,  Winsford, 
Cheshire  CW7  2NX 


Spring  colours  by 
Outdoor  Girl 


The  Outdoor  Girl  Spring  colours  are 
entitled  Softly  Spiced  and  contain  two  co- 
ordinated colour  themes  for  the  eyes, 
cheeks,  lips  and  nails. 

Two  new  eye  shadow  quartets  are 
available  —  softly  spiced  mauves  and 
softly  spiced  pinks.  Each  palette  contains 
a  highlighter  and  three  toning  eye  colours 
(£0.99).  There  are  also  two  new  shades  of 
blusher,  spiced  rose  and  spiced  almond 

Mr  Don  Ross,  MPS  (left),  ICML  vice 
chairman  presenting  Mr  M  Butwick,  MPS, 
with  the  keys  to  his  Mini  Metro  which  he 
won  in  the  NPA  Magicube  Flash 
competition.  The  presentation  took  place 
outside 

Mr  Butwick's  pharmacy  in  Shepherd 
Market,  London  W1.  In  the  background,  Mr 
B.  Draper  of  Enterprise  Photographic  (left) 
and  Mr  E.  Masters,  sales  manager, 
Macarthys 


introduction  of  pigskin  leather  linings  to 
both  improve  durability  and  counter 
appearance.  Hesi-shoe  (UK)  Ltd,  125 
Downs  Road,  South  Wonston, 
Winchester,  Hants  S021  3EH.  ■ 


(£0.54)  and  long  lasting  pearl  swivel 
lipstick  (£0.75),  as  well  as  two  colour- 
matched  Flexi-nail  shades  (£0.71)  in  plum 
spice  and  toasted  spice.  The  colours  will 
be  available  from  February.  Gala 
Cosmetics  &  Fragrances  Ltd,  1st  Floor,  75 
Davies  Street,  London  Wl.  ■ 


Stamp  promotion 
on  Colgate  packs 

Colgate  Dental  Cream  is  having  its  largest 
national  on-pack  promotion,  scheduled  to 
run  from  now  until  September. 

Over  9  Vi  million  packs  will  carry 
tokens  which  can  be  redeemed  against  a 
Stanley  Gibbons  stamp  album  and  25 
world  postage  stamps  from  a  choice  of  six 
themes.  In  order  to  receive  their  album 
and  stamps  consumers  have  to  send  in  1 5 
tokens  or  they  can  send  in  5  tokens  for 
each  packet  of  25  stamps  required.  The 
packs  have  token  values  as  follows  — 
standard  2,  large  3,  extra  large  4,  and 
family  5. 

The  promotion  will  be  supported  by 
advertising  in  women's  magazines  and 
children's  comics.  The  insertions  will 
feature  "3  starter  tokens"  which  can  be 
cut  out  and  used  to  supplement  the  tokens 
required.  Colgate-Palmolive  Ltd,  76 
Oxford  Street,  London  W1A  1EN.  ■ 


Ralgex  in  the  Press 


A  Press  advertising  campaign  is  to  be 
mounted  for  Ralgex,  running  from  mid- 
January  through  to  March  in  the  Daily 
Mirror,  Sun,  Sunday  People,  Glasgow 
Daily  Record,  Weekly  News  and  People 's 
Friend. 

"Shrug  off  shoulder  pain"  and  "Put 
backache  behind  you"  are  two  of  the 
themes  to  be  used.  Beecham  Proprietary 
Medicines,  Beecham  House,  Great  West 
Road,  Isleworth,  Middlesex.  ■ 


Mucron  on  TV 


Mucron  goes  on  television  again  in  a  four- 
week  campaign  beginning  this  Monday. 
The  commercial  is  being  shown  in  the 
London,  Midlands,  Lancashire, 
Yorkshire,  North  East  and  Scotland 
television  areas. 

Last  time  the  product  was  on 
television  there  was  a  strong  sell-in  to  the 
trade  but  there  is  now  evidence  that  stocks 
have  fallen.  Discounts  are  therefore  being 
offered  to  wholesalers  and  retailers  to 
encourage  re-stocking.  POS  display 
material  in  the  form  of  a  triangle  is 
available. 

Figures  for  last  September/October 
show  that  Mucron  increased  its  brand 
share  by  2  per  cent  over  the  same  period  in 
1980,  say  International  Laboratories,  and 
sold  over  5  per  cent  more  than  its  nearest 
competitor.  International  Laboratories 
Ltd,  Wilsom  Road,  Alton,  hants 
GU34  2TJ.  m 
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Color 


GARNIGR 

PARIS 

Shampoo  in 
haircolourinq 
cream  7 


BELLE  COLOR  IS  THE  POUNDBEATER  With  our  special  price  terms  you 
can  sell  Belle  Color  at  99p  (RRP  £1.56)  and  still  make  your  margin.  Can  you 
retail  any  other  permanent  hair  colourant  at  under  £1? 

BELLE  COLOR  IS  THE  CREAM  of  hair  colourants -60%  of  salon  colouring 
is  done  with  cream  colourants.  Why?  Cream  colourants  are  considered  to 
provide  greater  depth  of  colour  and  better  coverage  of  grey  than  most  'gel1 
colourants. 

BELLE  COLOR  IS  THE  NO.  3  permanent  hair  colour  brand.  Permanent 
brand  shares  after  the  leaders,  Recital  and  Nice  h  Easy: 


Belle  Color 

114% 

Wella 

6-3% 

Clairesse 

8-2% 

PolyColor 

5-3% 

Casual 

7-8% 

(Source:  Independent  Research) 

Stock  the  leading  brands  for  maximum  sales. 

Belle  Color:  Britain's  No.l  cream  colourant. 


SUNT  AN  MARKET 


Come  rain 
or  shine  . . . 

Retail  chemists  control  a  good  chunk  of 
the  sun  preps  market  as  people  still  go  to 
them  to  buy  the  traditional  holiday 
toothbrush  and  face  cloth.  The  1981 
season  was  yet  another  when  the  market, 
and  the  sun,  did  not  reach  the  anticipated 
brilliant  heights,  for  the  fifth  successive 
year.  The  result  has  been  aggressive 
merchandising  and  pricing  to  maintain 
market  shares. 

In  such  a  fickle  market,  when 
penetration  is  only  34  per  cent  and  the 
average  purchase  1 . 1  per  consumer  per 
annum,  the  race  is  on  in  1982  to  ensure 
presence  at  POS  and  awarenesss  through 
advertising. 

Such  is  the  activity  that  Plough  now 
claim  they  are  ready  to  topple  Ambre 
Solaire  from  the  number  one  position,  a 
claim  L'Oreal  emphatically  refute. 

The  biggest  bone  of  contention 
between  the  companies  concerns  audit 
figures.  Plough  use  Nielsen  which  covers 
retail  outlets  and  say  it  puts  them  in 
second  place  with  Ambre  Solaire 
outselling  them  by  only  2. 1 .  But  the 
manufacturers  of  Bergasol  and  Ambre 
Solaire  argue  that  the  consumer  must  be 
the  source  of  audit  information  and 
therefore  their  TCPI  figures  are  correct. 

Remembering  the  market  was  worth 
£17  million  in  1981,  sales  which  were 
achieved  in  the  five  month  "season",  the 
claims  and  counter  claims  don't  seem 
quite  so  nit-picking  as  they  first  appear. 


A  different  image 


Ambre  Solaire  is  to  be  supported  by  a  £1 .2 
million  television  advertising  campaign 
comprising  two  three  week  bursts  in  the 
May/June  and  July  periods.  The  advert 
consists  of  a  selection  of  images  set  to  the 
Deerhunter  theme  tune. 

"We  want  to  impose  a  slightly 
different  image  of  Ambre  Solaire  than  we 
have  done  before,"  Bernard  Gunther, 
marketing  manager,  told  C&D.  "Our  last 
campaign,  'Stay  longer  in  the  sun  with 
Ambre  Solaire,'  had  a  primary 
communication  of  protection.  We  now 
want  to  emphasise  that  you  can  get  a 
beautiful  tan." 

"We  felt  we'd  been  saying  the  same 
thing  for  long  enough  and  could  develop 


The  Swim  and  Sun  unit  and  the  Boutique 
floor  stand,  part  of  the  range  of  POS 
material  available  from  L'Oreal 
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the  power  of  Ambre  Solaire  on  tanning." 

New  product  introductions  for  the 
season  include  a  Swim  &  Sun  water 
resistant  range  recommended  for  use  by 
children  and  water  sports  enthusiasts.  The 
range  comprises  two  products  —  a  cream 
with  a  SPF  rating  of  8  (£3.85)  and  a  milk, 
SPF5(£3.40). 

Also  available  is  a  new  tropical  cream 
with  an  SPF  3  rating  (100ml  tube,  £3.40) 
which  contains  coconut  oil  and  is  intended 
for  deep  tanning  and  a  sun  tan  cream  SPF 
2,4  (£3.90)  and  SPF  6  (£4.50). 

The  company  is  also  running  staff 
training  seminars  and  has  a  new  range  of 
POS  material  available  —  which  includes 
a  mini  parcel  containing  the  basic  range,  a 
tropical  hut  unit,  a  Swim  and  Sun  unit 
holding  six  milks  and  12  creams,  a  revised 
Duotan  display  and  a  Boutique  floor- 
standing  display  holding  approximately 
320  items. 

Commenting  on  the  end  of  season 


stock  agreement  established  by  L'Oreal 
this  year  Mr  Gunther  explains  that  it 
offers  the  retail  chemist  the  means  to  send 
"some  proportion"  of  his  stock  back, 
subject  to  negotiation  when  the  order  is 
made. 

"We  are  confident  that  the  retailers 
and  reps  are  able  to  calculate  the  stocks 
they  need  for  the  year  but  because,  to 
have  the  best  possible  benefit  from  Ambre 
Solaire,  we  are  asking  the  retailer  to  stock 
it  a  greater  levels  than  before  we  are  giving 
them  a  form  of  guarantee." 

"With  Ambre  Solaire  we  have  the 
biggest  brand  but  we  don't  want  to  take  a 
complacent  attitude.  In  the  past  we  have 
been  accused  of  this,  fairly  or  unfairly;  it's 
one  thing  we  want  to  demonstrate  that  is 
totally  untrue." 

Combine  this  activity  with  that  by 
Plough  and  it  is  going  to  be  a  busy  year! 
Plough  claim  that  71  per  cent  of  all 
Coppertone  purchases  are  now  made  in 
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the  retail  chemist  sector,  an  area  they 
intend  to  develop  further.  "We  have  a 
policy  of  going  after  independent 
chemists,"  says  Neil  Bell,  "as  a  company 
we  are  dependent  on  them  for  a  lot  of  our 
business.  Our  no  risk  policy  which  is  SOR 
delayed  payment  faced  scepticism  at  first. 
But  according  to  retail  audit  data  we 
accounted  for  33  per  cent  of  all  sun  prep 
purchases  in  independent  chemists  this 
year  against  a  brand  share  of  15  per  cent. 
This  is  because  we  take  out  the  risk  of 
them  buying." 

The  range  will  be  supported  by  a 
£400,000  advertising  spend  which  includes 
a  national  television  commercial  featuring 
"bathing  beauties"  in  a  Busby  Berkeley 
dance  format  accompanied  by  a  Beach 
Boys  soundtrack.  A  Press  and  magazine 
campaign  will  complement  the  television 
advertising. 

Out  for  pole  position 

"We  do  believe  we've  now  reached  the 
stage  where  we  are  number  two  in  the 
market.  Now  is  the  time  for  us  to  make 
our  major  plug.  It's  not  going  to  be  easy, 
Ambre  Solaire  is  a  very  strong  competitor 
with  a  good  product  range,  but  we  believe 
we  can  achieve  brand  leadership  in  the  UK 
and  would  like  to  succeed  in  1982." 

One  area  where  Plough  appear  to 
disagree  with  the  other  companies  is  that 
of  market  trends. 

As  mentioned  earlier,  L'Oreal  are 


placing  their  emphasis  on  tanning  this 
year,  as  are  Chefaro  with  Bergasol. 

Comments  Sara  Sorby,  Bergasol 
product  manager,  "The  Bergasol  name 
has  always  been  synonymous  with  fast 
tanning  and  this,  we  know,  is  what  the 
consumer  wants.  A  recent  survey  shows 
that  the  number  one  requirement  of  a  sun 
preparation  is  the  promotion  of  a  rapid, 
deep  and  long-lasting  tan.  Protection  is 
seen  as  secondary,  although  necessary, 
and  a  comprehensive  range  is  also 


considered  important." 

To  fulfil  these  requirements  the 
Bergasol  range  has  been  repackaged  and 
although  rationalised,  will  still  cater  for 
all  skin  types.  The  1982  range  is  in  three 
sections  —  rapid  tanning,  high  protection, 
and  ultra  protection.  Each  section  is 
colour  coded  and  carries  protection  factor 
numbers  for  ease  of  selection  and  display. 

The  range  will  include  some  new 
products  for  1982  —  ultra  protection 

Continued  on  p94 


Oraldene 

Aworthwhile 
recommendation 
for  her~and  foryou 


As  oral  hygiene  becomes  more 
important,  so  does  your 
recommendation  for  Oraldene. 
Containing  0.1%  hexetidine, 
an  effective  anti-  bacterial  agent 
against  mouth  and 
throat  infections, 
it's  a  worthwhile 
recommendation 
forher-andforyou. 
An  established, 
well-accepted  and 
profitable  brand. 


WARNER 

part  of  the  Warner-Lambert  Group 

good  products  for  you 
and  your  customers 


Active  Ingredient:  Hexettdine. 

William  R  Warner  &  Co  lttj**: 

Usk  Road,  Pontypool,  Gwent  NP4  0YH 

Further  information  and  data  sheet  available  on  request. 


Oraldene 
forpral  hygiene 


•Trade  markR81057 
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The  professional  design 
of  Oral-B  toothbrushes  hasnt  just 
made  them  a  favourite  with  dentists 
and  their  patients.  It  has  also  made 
them  a  favounte  with  the  trade. 

On  their  dentist's  advice,  people 
are  unwillingto  settle  foranythingless 
than  an  Oral-B -even  though  the 


professional  design  makes  our  pro- 
ducts more  expensive.  This  means 
that  your  profit  margins  are  higher 

Because  their  dentist  tells  them 
to  change  their  brush  regularly  your 
turnover  is  greater 

And  because  of  the  growing 
concern  about  oral  hygiene,  more 


60 

Tooth  and  Gum 
Brush 


fathep 

binge  i 
tiended  by  the  family  dentist. 


and  more  people  are  being  convert- 
ed to  Oral-B.  Our  35]  for  example, 
has  shown  a  20%  increase  in  volume 
each  year  for  the  last  three  years. 
There  can't  be  many  other  products 
which  can  claim  that. 

For  further  details  of  our  range, 
point  of  sale  material  and  merchan- 


disers, just  contact  Cooper  Health 
Products  Ltd.  at  the  address  below 

Hundreds  of  thousands  of 
people  are  benefiting  from  our  ex- 
perience. Why  shouldn't  you  profit 
from  iUoo?(gjgjg 

The  workfe  first  name  in  oral  care. 

COOPER  HEALTH  PRODUCTS  LTD.,  GATEHOUSE  RD.,  AYLESBURY  BUCKS  HP19  3ED 
TEL  (0296)  32601  TELEX:  837238 


A  market  with 
a  sunny 
disposition 

Continued  from  p91 

lotion  (PF  6  £4.75),  ultra  protection  gel 
(PF  7  £3.60),  both  for  sensitive  skins,  and 
a  lotion  and  cream  in  the  rapid  tanning 
range  (PF  2  and  3  £4.75  and  £3.60 
respectively). 

Improved  formulations,  says  the 
company,  mean  that  the  range  of 
protection  products  (high  and  ultra 
protection)  include  the  most  recent 
advance  in  sun  filter  factors. 

The  range  is  to  be  supported  by  a 
£500,000  advertising  campaign  developing 
the  award-winning  theme  of  the  past  two 
seasons.  POS,  display  and,  for  the  first 
time,  a  poster  campaign  will  also  be  used. 
"We  will  be  looking  to  carry  on  the  idea 
of  the  campaign  which  has  been  very  well 
received  but  will  freshen  it  up  to  make  the 
visuals  more  lively." 

In  answer  to  criticism  that  the 
advertising  stresses  price  rather  than  the 
quick  tan  advantage,  Chefaro  point  out 
that,  "It  is  better  to  warn  the  customer 
about  the  price  prior  to  them  walking  into 
the  store.  As  for  stressing  a  quick  tan  in 
the  copy,  we  don't  have  to,  the  visuals  say 
everything,  the  copy  answers  the  question 
'how  did  she  get  the  tan?'  " 

Chefaro  will  continue  the  Bergasol 
stock  guarantee  and  believe  that,  although 
the  bergamot  oil  scare  has  lost  them  some 
marginal  business  this  season,  the  brand 
will  see  a  5  per  cent  market  increase  in 
1982  giving  them  a  22  per  cent  brand 
share. 


Facelift  for  Nivea 


Another  range  to  receive  a  facelift  this 
season  is  the  Nivea  suncare  range  which 
includes  two  new  additions,  Nivea  water 
resistant  lotion  and  tropical  oil. 

"Whatever  independent  source  of 
data  quoted,"  the  company  says,  "Nivea 
once  again  achieved  the  second  highest 
unit  sales  during  the  '81  season.  In  fact  all 
the  major  research  organisations  give 
Nivea  a  14  per  cent  (approx.)  share  of 
total  volume  sales." 

And  for  1982  the  range  has  been 
rationalised,  incorporating  'tanning' 
colours  and  carrying  new  logos  printed  on 
the  bottles  to  alleviate  the  problem  of 
discoloured  labels. 

Of  the  new  introductions,  Tropical  Oil 
(PF2)  is  made  of  real  coconut  oil  and  is 
available  in  a  125ml  size  (£2.39)  and  water 
resistant  lotion  (PF5)  is  formulated  for 
watersport  enthusiasts  and  young  children 
(125ml,  £2.39;  200ml,  £3.29). 

During  May-July  £200,000  has  been 
budgetted  for  women's  Press  advertising 
—  the  first  time  Smith  &  Nephew  have 
specifically  advertised  their  sun  care 
range.  Advertisements  will  be  double  page 
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spreads  in  "editorial"  style.  A  "Nivea 
guide  to  safe  tanning"  leaflet  will  be 
available  in-store. 

Display  material  will  include  packs  of 
5  dozen  with  a  2-tier  display  unit  available 
with  each  pack  ordered.  Mobile  5-tier 
stands,  gondola  display  trays,  shelf 
reservers,  showcards  and  roundels  are  also 
available  together  with  trade  bonuses  for 
those  ordering  early. 

There  are  no  new  additions  to  the 
Eversun  range  but  £150,000  has  been 
allocated  for  Press  advertising. 

It  was  not  a  brilliant  year,  says  Lynn 
Smith,  cosmetics  manager,  Eversun 
stocks  were  very  high  instore  but  we 
managed  to  maintain  our  brandshare. 

A  consumer  competition  will  run 
through  all  outlets  and  sampling  and 
coupons  will  also  be  used.  Available  free 
through  the  women's  Press  and 
newspapers  will  be  a  24-page  booklet 
covering  holiday  needs. 

Uvistat,  claimed  to  be  a  "consistent 
performer"  by  WB  Pharmaceuticals,  will 
be  given  "considerable  support  through 
the  retail  chemist  trade."  A  bonus  offer 
will  be  available  on  all  orders  placed 
between  March  and  May. 


'Money  off  vouchers 


A  total  of  £350,000  is  to  be  spent  on 
advertising  and  promotions  for  Hawaiian 
Tropic  in  1982.  Advertisements  will 
appear  in  the  women's  Press  starting  in 
April  through  to  August  and  in  The 
Sunday  Times  Colour  Magazine  through 
June  and  July. 

In  the  coming  year  Hawaiian  Tropic 
and  Silhouette  Swimwear  are  continuing 
their  co-operative  advertising  campaign 
with  £50,000  spent  in  monthly  magazines 
and  14  million  Silhouette  swimsuits  will 
carry  a  25p  "money  off"  voucher  against 
Hawaiian  Tropic  products. 

A  range  of  Summer  casual  wear  will  be 
available  by  mail  order  and  is  to  be 
advertised  in  the  Press  and  chemists' 
stockists.  In  all,  there  are  five  different 
displays  and  display  material  to  choose 
from.  The  1981  price  structure  will  be 


maintained;  each  of  the  seven  products 
will  retail  at  £3.95. 

For  Piz  Buin  range,  which  is  now 
water  resistant,  there  will  be  above  and 
below-the-line  support  with  advertising 
aimed  at  the  premium  market  in  the 
women's  Press  and  in-store  POS  material 
which  includes  a  safe-tanning  advice 
booklet. 

The  newly-appointed  distributors, 
Colson  &  Kay  will  be  presenting  the  retail 
trade  with  an  audio-visual  on  sun  preps 
and  assistants  responsible  for  selling  the 
products  will  be  awarded  a  consultants 
handbook  and  badge  after  the  training 
session. 

In  addition  there  will  be  a  Piz  Buin 
window  display  competition  for  retailers 
with  over  30  major  prizes  including 
Mediterranean  holidays. 

Incentives  to  consumers  will  include  a 
free  gift-with-purchase  'on  pack'  sun  hat 
offer. 

Roc  have  announced  plans  to 
introduce  a  range  of  eight  hypo-allergenic 
sun  protection  products  further  details  of 
which  will  appear  in  Counterpoints  next 
week. 

Finally,  as  has  already  been  reported 
(C&D  last  week  p43).  Vichy  have  added  a 
total  sunscreen  (50ml,  £3.95)  to  their 
range  and  from  Jean  d'Aveze  there  is  a 
range  of  five  products  —  a  moisturising 
sun  filter,  protective  sun  cream  for  the 
face,  tanning  lotion,  special  protective  sun 
cream  for  the  face  and  bust  (all  £6.50)  and 
an  after  sun  soothing  lotion  (£8.50). 

All  the  activity  promised  for  1982  by 
the  manufacturers  can  only  increase 
awareness  of  the  market.  Of  course  it 
would  help  if  the  sun  shone,  especially  at 
the  beginning  of  the  season  so  that  extra 
"topping  up"  sales  follow. 

Club  Meditteranean  and  Delial  are 
two  victims  of  the  British  climate  having 
been  withdrawn  from  the  market  but, 
whatever  the  weather,  sun  preps  is  a 
market  in  which  the  retail  chemist  can  do 
very  nicely  if  the  ranges  stocked  are  kept 
to  a  reasonable  number  and  well 
displayed,  ready  for  the  British  weather  to 
play  its  usual  trump  card  of  taking 
everyone  by  surprise.  ■ 


f_ res  su,., 
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Reactolite  Rapide 
goes  national  onT.V 
in  Spring 1982. 


Which  brand  of  photoc 
lenses  do  you  think  you 
customers  will  be  looking  fori 

Reactolite  Rapide  lenses  were  the 
one  bright  spot  in  the  1981  sunglass 
market.  After  the  TV  campaign  more 

Eeople  in  Britain  (a  massive  47%+  to 
e  exact)  knew  the  name  Reactolite 
Rapide -that's  a  recognition  level 
almost  three  times  greater  than  for 
any  other  photochromic  lens. 

In  April  and  May,  there  will  be 
a  country-wide  audience  of  over  40 


million  who  will  have  the  opportunity 
to  see  the  new  Reactolite  Rapide  TV 
commercials. 

And  that  means  that  even  more 
people  will  be  aware  of- and  lookfor- 
the  fastest  reacting  photochromic 
lenses  in  the  world. 

Big  news  from  Chance  Pilkington  - 
good  news  for  you. 

But  that's  by  no  means  the  end  of 
the  story. 


Designed  especially  for  the 
sunglass  market,  pre- tinted  Reactolite 
Rapide  lenses  are  now  available  in  four 
superb  colours -brown,  grey,  amber  or 
blue -great  news  for  your  fashion 
conscious  customers. 

So  be  sure  you  order  Reactolite 
Rapide  lenses- by  name-the  best 
known  and  the  world's  fastest  reacting 
photochromic  lenses. 

+  Research  by  SRA  Limited,  a  subsidiary  of 
National  Opinion  Polls  Limited -June  1981. 


Chance  Pilkington  Limited,  Glascoed  Road, 
St.  Asaph,  Clwyd  LU7  OLL,  North  Wales. 

*  Reactolite  and  Rapide 
are  Trade  Marks  of  Pilkington  Brothers  Limited. 


A 


rtlett  Co  Ltd 


Alfred  Franks  & 
Bartex  House 
167-185  Frestorfhoad 
London  WMPH  , 

Telephone:  ^960  0922/8 


'LEADERS  IN  STYLE  JPD  VALUE' 
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SUNGLASSES 


Goggles  have  gone  —  will 
any  more  follow? 

Many  people  now  realise  the  sunglass  business  is  no  easy 
route  to  the  loot.  With  the  Gibbs  withdrawal  from  the 
market  C&D  went  to  see  how  some  of  the  remaining 
participants  are  coping  after  a  season  when,  according 
to  one  manufacturer,  the  market  hit  rock  bottom. 


No-one  seems  unduly  surprised  by  the 
Goggles  withdrawal  from  the  market. 
Polaroid  say  they  had  been  aware  for  the 
past  year  of  attempts  by  Gibbs  "to 
offload  stock  in  the  market  place  and  to 
obtain  distribution  regardless  of  what  it 
cost  them  to  burn  it  through  the  system." 

And,  according  to  Graham  Elson, 
plans  for  Foster  Grant  have  been  based  on 
the  assumption  that  one  of  the  three 
"significant"  brands  would  have  to  drop 
or  pull  out  of  the  market.  They 
anticipated  this  would  be  Goggles  because 
of  both  their  "newness"  and  the 
distribution  pattern  and  costs  they 
accumulated. 

Rod  Lane  of  Mazzucchelli  (UK) 
agrees.  "In  the  end  their  distribution  had 
decreased  whilst  the  stock  was  increasing. 
They  were  going  for  one  or  two  big  key 
accounts  and  selected  chemists.  They 
weren't  out  for  a  strong  base  in  chemists 
and  went  into  department  stores  which  is 
a  sure  loser  because  unless  your 
production  is  geared  for  such  an 
operation  you  will  lose  money  through  the 
enormous  higher  fixed  costs." 


Dumped  stock? 


So  Goggles  have  gone.  There  are  reports 
however  that  stock  is  causing  problems. 
C&D  has  been  told  that  it  is  reappearing 
in  one  major  High  Street  multiple  and 
since  the  company  involved  has  bought 
the  product  at  a  low  price  they  will 
probably  price  promote  it  out. 

But  why  were  Goggles  the  range  to  be 
withdrawn  and  where  did  they  go  wrong? 
According  to  Foster  Grant,  "they  over- 
estimated the  lack  of  competitiveness  and 
the  potential  of  the  market  in  the  short 
term.  They  also  went  overboard  on  the 
fashionability  of  the  product  which  the 
UK  consumer  is  not  prepared  for;  the 
Goggles  product  offering  was  a  bit  too 
much  of  a  shock  for  the  UK  consumer. ' ' 

John  Bowlt,  sales  manager  for 
Polaroid  sunglass  division  tends  to  agree 
with  this.  "They  came  into  the  market 
with  a  very  high  budget  to  spend  on 

Chemist  &  Druggist  16  January  1982 


promotion.  They  were  led  to  believe  they 
would  get  their  money  back  by  pricing  the 
product  very  high.  They  overestimated  the 
value  the  customer  would  put  on 
sunglasses.  Obviously  they  paid  the 
price." 

But  what  a  flurry  they  caused  by  their 
short  if  expensive  stay  in  the  market.  Both 
major  companies  were  put  in  the  position 
of  having  to  spend  huge  amounts  of 
money  themselves. 

As  Graham  Elson  says  of  Foster 
Grant,  "We  had  to  spend  to  protect  our 
position  and  limit  the  impact  of  Elida 
Gibbs.  It  was  a  large  short-term 
investment  to  protect  our  long-term 
position  in  the  market.  No-one  will  know, 
if  the  money  had  not  been  spent,  whether 
the  decline  would  have  been  quicker." 

So  what  is  to  be  expected  in  1982 
remembering  that  appalling  Summers  and 
the  depressing  economic  situation  now 
appear  to  be  the  norm? 

The  companies  themselves  don't  seem 
too  sure.  Foster  Grant  report  a 
"jaundiced  view"  towards  sunglasses  in 
the  retail  trade.  "A  lot  of  retailers  are 
taking  much  longer  to  make  up  their 
minds  on  what  they  are  going  to  do  on 
sunglasses.  Because  of  the  depressed  state 
of  the  market  there  is  a  certain  negative 
attitude  to  sunglasses  and  a  lot,  because  of 
the  tight  money  situation  are  waiting  to 
see  how  Christmas  went  first." 

Polaroid  agree  with  this.and  point  out 
that  Goggles  sold  a  lot  of  product  this  last 
year  at  half  price.  "A  lot  of  chemists," 
they  say,  "have  realised  that  the  only  way 
they're  going  to  sell  is  to  reduce  prices. 

"When  Gibbs  entered  the  market  we 
followed  their  policy  of  pricing  the 
product  high  but  found  it  didn't  work. 
The  consumers  have  made  the  decision 
not  to  buy  sunglasses  at  high  prices. 

"Although  we  recognised  that  early, 
with  our  system  we  buy  18  months  in 
advance  so  a  decision  made  then  is  only 
now  beginning  to  filter  through.  In  1981 
we  held  prices  and  offered  a  £1  refund. 


The  Yves  St  Laurent  classic  style  available 
in  dark  and  light  tortoiseshell,  smoke 
crystal  and  wine  (£25) 


Now  we've  reduced  our  prices.  We  believe 
the  direction  is  right  and  will  bear  fruit." 

Sale-or-return,  Polaroid  believe, 
resulted  in  "very  silly  things  happening 
over  the  past  three  years  making  a 
nonsense  of  the  market.  SOR  is  not  a 
magic  solution  to  sunglasses  or  any 
seasonal  product.  What  it  did  was  inflate 
the  price  of  the  product  to  pay  for  extras 
in  the  middle.  A  lot  of  promises  were 
made  by  Foster  Grant  and  Gibbs  in  the 
first  year  and  then  they  did  their  maths 
and  realised  at  the  end  of  the  year  there 
was  no  easy  solution.  No-one  can  take  it 
all  back  and  refurbish  it,  someone  has  to 
pay  for  it.  So  the  price  of  the  product 
increased. 

"We  didn't  follow  the  other  people  at 
that  time  and  offer  a  safety  net  to  the 
retailer  as  far  as  SOR  was  concerned  but 
kept  our  prices  at  a  sensible  level  and  kept 
our  nerve.  At  the  time  that  probably  cost 
us  dearly,  now  we're  recouping  the 
benefit." 


Thoughts  on  the  future 


A  "realistic  approach"  is  how  Foster 
Grant  describe  their  1982  package.  This 
includes  further  cutting  back  on  total 
SOR  to  giving  between  0-15  per  cent  SOR 
and  putting  more  money  into  instore 
activity.  "A  continuation  of  this  and 
better  administrative  control  has  led  to 
cost  savings  and  reduced  retail  prices, 
certainly  at  the  top  end  of  the  range." 
says  Mr  Elson.  "SOR  is  not  the  sort  of 
investment  that  helps  the  market  grow. 
All  it  is  is  an  attempt  to  grab  a  big 
distribution  base  on  the  back  of  a  good 
Summer  —  if  it  comes." 

The  market,  he  says,  is  down  to  the  big 
two  again,  "as  in  1975  when  we  came  in. 
There  is  no  incentive  for  any  other  big 
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NO  MATTER  HOW  MUCH 
WE  LOWER  OUR  PRICES,  WE'LL 
NEVER  LOOK  CHEAP 


For  many  people,  cheap  sunglasses  can  be 
something  of  an  eye-opener 

What  seemed  a  snip  can  end  up  a  snap. 

Lenses  can  work  loose.  Fall  out.  Or  crack 
under  pressure. 

Whilst  optically  their  standards  may  lead 
customers  to  view  them  in  a  poor  light. 

With  Polaroid,  though,  the  outlook  has 
never  been  brighter 

Despite  our  lower  prices  for  next  year,  the 
last  thing  they  reflect  is  a  drop  in  quality. 

Ranging  from  £4.95  to  just  £12.95  (with  a 
special  selection  for  chemists  from  £4.95  to  £7.95), 
our  sunglasses  are  still  made  to  see  more  than 
one  summer  through. 

The  same  goes  for  our  clips,  down  to  £3 .95 . 
And  our  flips,  only  £4.95. 

And  you'll  be  pleased  to  learn  you  can  now 
order  them  from  your  representative  or  one  of 
the  leading  wholesalers  in  almost  any  quantity 
you  like. 

Of  course,  taking  off  the  odd  quid  ASBS 
isn't  the  only  thing  to  help  them  take  off.  _ 

Our  styles,  after  all,  have  never 
been  anything  but  LGOKERS  V 

dazzklg       by  POLAROID 


SUNGLASSES 


' No  incentive' 
for  any 
new  entrants 
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company  to  come  into  the  UK  market.  I 
think  we  will  go  through  a  period  where 
the  big  two  will  consolidate  their  existing 
positions.  The  real  battle  will  be  between 
some  of  the  smaller  and  medium  sized 
distributors.  They've  really  got  to  sort 
themselves  out.  One  or  two  of  them  must 
be  seriously  looking  at  their  businesses 
and  evaluating  whether  its  worthwhile 
continuing  sunglasses  as  a  line." 

But  what  of  Samco?  According  to 
Graham  Elson,  Foster  Grant,  they  are 
"hanging  on  by  a  combination  of  very 
free  SOR  agreements  and  quite  hefty 
margin  deals  to  certain  retailers.  1  think 
they  may  be  forced  to  readjust  their 
trading  policies  in  the  near  future." 

Not  so,  replies  Rod  Lane  for  Samco. 
"All  that  we  have  achieved  at  Samco  over 
the  last  few  years  had  been  done  without 
heavy  advertising  expenditure  .  .  .  there 
are  far  better  ways  of  helping  the  trade 
and  independent  chemists  to  prosper  from 
the  sunglass  market  other  than  costly 
advertising.  We  are  investing  our  money 
in  the  product  and  in  service.  The  moment 
we  depart  from  this  it  would  be  chaos." 

Polaroid,  although  reticent  to 
comment  on  Mazzucchelli,  believe  "They 
are  very  expensive  and  are  going  to  suffer 
for  that." 

Defying  inflation? 

Back  to  Rod  Lane  who  argues  that 
Polaroid  and  Foster  Grant  by  pushing 
prices  down  are  "defying  inflation  to  get 
rid  of  residual  stock"  and  wonders  if  it 
could  be  "a  short  term  strategy  to  get  out 
of  the  market?" 

In  this  line  of  thought  he  has  an  ally  in 
David  Thornton,  managing  director, 
Solar  of  France  Ltd.  "In  my  opinion 
Foster  Grant  and  Polaroid  didn't  make  a 
profit  on  their  sunglass  sales  but  they  are 
multi-national  companies  and  they  can 
afford  to  have  a  loss-making  decision, 


though  in  these  hard  times  someone  must 
be  saying  in  each  company  'come  on 
chaps  you've  got  one  more  year'." 

And  on  the  future  he  has  this  to  say. 
"Really  there  are  not  a  lot  of  companies 
in  the  market.  So  if  Goggles  are  out  and 
Polaroid  and  Foster  Grant  on  very 
difficult  territory  when  it  comes  to 
continuing,  one  or  two  of  the  others  ought 
to  come  forward  and  one  will  be  Solar." 

Foster  Grant  and  Polaroid,  not 
surprisingly  take  the  opposite  viewpoint. 
Polaroid  do  expect  "one  of  the  other 
major  companies"  to  drop  out  of  the 
market  but  also  believe  "the  recession  is 
forcing  many  smaller  people  to  look  at 
their  overheads  and  their  future."  Foster 
Grant  develop  this  theme. 

"There  is  still  some  more  shaking  out 
to  be  done  in  the  market  by  the  medium 
sized  companies.  Smaller  companies  can 
survive  simply  because  they've  got  much 
more  flexibility  in  terms  of  their 
overheads  and  are  usually  run  by  one  man 
and  his  dog. 

"The  companies  with  a  problem  are 
the  middle  sized  ones  who  are  trying  to  get 
bigger  and  have  taken  on  overheads  that 
demand  a  bigger  level  of  business  to 
cover.  If  you  don't  get  that  then  you  have 
problems." 

Taking  a  look  at  market  predictions 
for  1982  it's  strange  no-one  shouts  about 
market  share  figures  anymore.  Four  years 


ago  C&D  ran  an  editorial  comment  which 
was  a  plea  to  manufacturers  to  give  more 
"useful"  information  and  end  the 
squabbling  with  statistics  about  who  was 
king  of  the  sunglass  castle. 

Nowadays  everyone  claims  they  used 
audit  figures  in  the  hot,  heady  Summer  of 
1977  because  they  felt  "the  other  people 
were  misleading  the  retailer"  with 
"ridiculous  claims."  At  least  one  good 
thing  has  come  out  of  a  bleak  situation. 

The  cream  on  the  cake 

Polaroid  believe  that  in  1981  the  market 
dropped  by  a  substantial  amount  in  units 
and  their  turnover  in  proportion. 
However,  they  say,  there  were  still  5Vi-6 
million  sunglasses  sold  in  1981 .  "The 
market  has  not  fallen  apart  completely 
but  the  growth  in  the  top  end,  the  2-3 
million  on  top  has  not  happened.  There  is 
always  a  certain  percentage  of  sunglasses 
sold  whatever  happens  but  the  cream  on 
the  cake  comes  when  the  sun  shines." 

Graham  Elson  of  Foster  Grant 
describes  his  approach  to  1982  as 
cautiously  optimistic.  "Given  a  fair  break 
with  the  weather  and  the  economic 
situation  getting  no  worse  there'll  be  a 
period  of  equilibrium  then  sunglasses  can 
perhaps  start  to  grow  again  as  a  market, 
perhaps  around  '83-'84.  The  key 


20  YEARS  OF  TITCOMB  FASHION  SUNGLASSES 

We  thought  we  couldn't  let  the  fact  that  we  have  now  been  trading  successfully  for  20  years  pass  without  comment.  We  would  just  like  to  say  a 
very  sincere  "Thank  You"  to  our  many  good  friends  on  both  sides  of  the  business  -  manufacturers  and  retailers  -  here  and  abroad.  Our  policy 
of  the  right  goods  at  the  right  price,  together  with  a  first  class  service  will  continue  in  the  years  to  come. 

We  look  forward  to  seeing  you  with  our  1982  collection.  Thank  you  from  Pat  and  Peter  Titcomb  and  may  the  sun  keep  shining  for  all  of  us. 
TITCOMB  FASHION  SUNGLASSES,  24  HURN  ROAD,  CHRISTCHURCH,  DORSET  BH23  2RN 
Telephone:  Christchurch  483252  (STD  0202  483252) 
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determinant  of  this  is  the  weather.  A  fantastic  Summer  could  see 
us  up  to  8-9  million  pairs  but  it's  better  to  plan  in  the  short  term 
on  market  size  of  between  5-6  million. ' ' 

All  manufacturers  agree  that  the  sunglass  season  still 
definitely  exists,  starting  around  March  and  peaking  in 
May/June.  The  only  thing  that  has  changed  say  Foster  Grant  is 
that,  "With  the  Indian  Summers  of  the  last  couple  of  years,  the 
retailers  that  kept  sunglasses  on  display  had  significant  sales. 
Sunglasses  should  now  be  on  display  from  about  10  days  before 
Easter  right  through  to  the  end  of  September." 


Trends  in  outlets  and  advertising 


Discussing  outlets  Foster  Grant  and  Polaroid  both  felt  that  the 
department  stores  had  seen  a  static,  if  not  a  decline  in  their  share 
of  sunglass  sales.  Independent  chemists,  too,  they  felt  had  lost 
out  to  the  regional  and  national  multiple  chain  stores,  a  trend 
Foster  Grant  expect  to  continue  for  the  next  couple  of  years. 

Both  companies,  and  Mazzucchelli,  agree  that  the  problems 
of  pilferage  and  the  need  for  self-selection  hinders  any  trend 
towards  the  sales  of  sunglasses  through  grocery  outlets.  Rod 
Lane  for  Mazzucchelli  further  points  out  that  as  the  basis  of 
their  business  is  with  the  retail  chemist  it  would  be  foolhardy  to 
put  this  at  jeopardy. 

And  on  the  technical  aspects  of  the  market  the  companies  all 
felt  that  it  had  got  rather  confusing  for  the  consumer.  Both 
Foster  Grant  and  Mazzucchelli  expressed  hopes  that  certain 
standards  be  established  by  the  industry  so  that  people  would 
know  the  optical  quality  of  lenses.  They  believed  one  possible 
move  in  this  direction  would  be  to  put  some  form  of  explanatory 
guide  on  the  display  units  at  POS,  but  as  Graham  Elson  says, 
"The  trouble  is  we've  all  got  to  agree  among  ourselves  first  on 
the  terminology." 

Polaroid  believe  the  gimmicks  in  the  market  are  on  the  way 
out  and  that  the  market  will  follow  trends  in  the  States  and 
"come  back  to  basics  again  in  lens  types,  with  protection  very 
important." 

It  is  widely  expected  that  prices  of  photochromies  will 
continue  to  fall  and  it  is  felt  further  innovations  following 
gradient  photochromies  are  needed  to  buoy  the  market.  Rod 
Lane  suggests  plastic,  lightweight  photochromic  lenses  could  be 
the  next  step. 

Chance  Pilkington  are  one  company  using  television 
advertising  to  create  awareness  and  Croptics  intend  to  join  them 
this  season  promoting  12  plastic  styles  with  crylon  frames. 

Polaroid  point  out  that  they  carry  crylon  frames  in  their 
Continued  on  p!03 


Game,  set  and  match  to  Reactolite  Rapide?  Two  models 
featuring  the  Brown  70 pre-tinted  lenses 


The  1982  catalogue  is  hot  off  the  press  and 
available  now. 

Twelve  sizzling  pages. 

One  hundred  and  five  scorching  models 
(sunglasses  that  is). 

And  a  price  range  that  covers  every 
flucuation  of  temperature. 

Don 't  be  left  out  in  the  cold  in  '82.  If  you 
don't  already  have  a  catalogue  drop  us  a  line. 

It's  guaranteed  to  brig  the  colour  back  to 
your  cheeks  —  even  in  February! 

H1ARBY 

worth  looking  into 

Marby  Lloyd  Limited,  16/20  Midland  Terrace, 
Fishponds,  Bristol  BS 16  3DH.  Tel  (0272)  650262. 
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SUNGLASSES 


The  collections  — 
at  a  glance 

Alfred  Franks  &  Bartlett  have  a  range  of 
fashion  sunglasses  (£0.20-£l  .85)  with 
motifs  at  £3;  photochromies  fitted  with 
Reactolite  Rapide  lenses  and  supplied 
with  individual  cases.  Included  in  the 
polarised  range  is  a  new  wrap-round  clip- 
on  (£1 .80)  whilst  styles  featuring  Snoopy 
(£0.50),  Mickey  Mouse  and  Donald  Duck 
(£0.35)  lead  the  Bartex  selection  for 
children. 

Bausch  &  Lomb  have  available  a  range  of 
sports  style  plastic  sunglasses  with  fixed 
and  gradient  filters  (£26-38),  a  plastic 
classic  collection  with  assorted  lenses  (£16 
upwards)  and  a  range  of  traditional  style 
Ray-Ban  frames  again  with  fixed  and 
gradient  filters  (£70  upwards). 
Bireh-Stigmat  the  Concorde  collection, 
which  is  available  in  plastic  and  metal, 
includes  a  selection  of  lightweight,  crylon 
plastic  frames  for  ladies  and  four  new 
metal  frames  with  complementing  tinted 
lenses  for  men.  All  designs  are  available  in 


a  fashionable  range  of  colours  and  all 
models  are  supplied  with  case.  For  the 
retailer  there  is  a  mirrored  display  unit 
holding  twelve  frames. 
L.  Braun  have  withdrawn  the  Solabra 
range  from  the  market  this  season. 
Chance  Pilkington  claim  Reactolite 
Rapide  now  accounts  for  70  per  cent  of 
photochromic  sunglass  sales  and  around 
20  per  cent  of  the  total  sunglass  market. 
This  year  will  be  first  time  national 
television  advertising  is  to  be  used.  It  will 
be  screened  throughout  Easter  and 
Whitsun. 

Croptics  are  introducing  les  Specs,  a  range 
of  12  models  (£9.95)  made  with  crylon  and 
guaranteed  to  last  five  years.  A  television 
advertising  campaign  said  to  be  worth 
£600,000  is  to  be  screened  this  season. 
Poster  and  counter  display  packs  will  tie 
in  with  the  advertising.  48  piece  (£276.80 
+  VAT)  and  144  piece  units  (£830.40  + 
VAT)  are  available.  Reactolite  Rapide, 
Sunsensor  and  Polaroid  ranges  are  also 
available. 

Fashion  from  France  say  they  will  be 
offering  chemists  a  comprehensive 
selection  of  sunglasses,  covering  all  lens 


The  feline  look  in  the  Solar  collection. 
Coming  in  black  with  a  pearl  colour 
combination  the  model  reails  for  £9.95 

types,  at  realistic  retail  prices.  This  policy 
has  already  proved  successful  in 
department  stores,  says  the  company,  and 
is  one  that  is  winning  Solar  a  rapidly 
increasing  share  of  the  market.  We  prefer 
to  invest  money  in  this  way  —  and  give  the 
retailer  the  maximum  possible  margin  — 
rather  than  use  inflated  prices  to  support 


villi 

Pilkington  Brothers  P.L.C 


CONCORDE 

'82  COLLECTION 

Birch-Stigmat,  a  Pilkington  Group  member  and  a 
foremost  manufacturer  of  ophthalmic  frames  and 
lenses,  has  applied  its  design  and  frame-making 
expertise  to  creating  the  Birch  Concorde  '82 
collection,  bringing  to  sunglasses  the  quality  in  both 
frames  and  lenses  that  is  normally  associated  with 
ophthalmic  products. 

#  A  new  collection  for  1982 

#  A  fashion  range  for  both  sexes  of  all  age  groups 

•  Ladies'  and  men's  styles  in  both  plastic  and  metal 

•  Plastic  Crylon  frames  -  lightweight,  fashionable, 
virtually  indestructible 

#  Optically  ground  Reactolite  Rapide  pre-tint  lenses 
-  Grey,  Brown,  Amber  and  Blue 

©  Metal  frames  with  'flex'  sides  and  highlight  fashion 
features 

•  Superb  counter  display  stand  and  promotional 
material. 

The  Birch-Stigmat  Group  Ltd. 
North  Farm  Estate,  Royal  Tunbridge  Wells, 
Kent  TN2  3EP.  Tel:  0892  32121  Telex:  95133 
and 

Chatsworth  Road,  Harrogate,  Yorkshire  HG1 5HU. 
Tel:  0423  67533  Telex:  57662 
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unproductive  advertising  campaigns. 

"To  have  a  successful  broad-based 
company  you  must  have  a  broad-based  set 
of  outlets  and  the  chemists  are  really 
where  we  ought  to  be,"  says  Mr  David 
Thornton,  managing  director. 

There  are  over  80  styles  in  the  1982 
Solar  collection.  Shapes  are  smaller  and 
slimmer  with  the  emphasis  on  lighter 
colours.  The  main  range  of  both  metal 
and  plastic  fashion  frames  are  under  £10, 
the  majority  of  these  having  gradient 
CR39  lenses.  The  photochromic  models 
(Sunsitive  and  Reactolite  Rapide)  are 
£11.95  — £14.95. 

A  new,  light-weight  sunglass  made 
from  a  virtually  unbreakable  plastic 
material  —  is  introduced  to  the  Solar 
range  for  the  first  time,  at  £1 1 .95  and  a 
new  idea  is  a  metal  style  with 
interchangeable  CR  39  and  polarised 
lenses  (£24.95).  All  sunglasses  can  be 
obtained  either  as  individual  models  or  in 
various  pack  forms  and  the  company 
offers  supporting  display  material, 
including  brochures  and  a  range  of 
illuminated  and  other  display  stands. 
Foster  Grant  have  discontinued  a  third  of 
their  styles  and  cut  prices  at  the  top  end  of 
their  range  this  season.  Prices  are  now 
between  £5.99-£13.50.  The  majority  of 
frames  are  metal  and  lenses  available  are 
gradient,  polarising  and  Reactolite 
Rapide.  Five  standard  trade  parcels  are 
available  (50,  75,  100,  150  and  500  pairs) 
and  the  promotional  budget  will  be 
concentrated  on  POS  and  salesforce 
activity. 

Gay  Designs  say  response  to  the  men's 
collection  has  been  excellent  and  the  pre- 
tint  Reactolite  Rapides  (£12-£19.50)  have 
also  been  well  received.  Other  ranges 
available  include  the  Yves  St  Laurent 
classic  models  (£25)  and  there  is  a  matt 
black  or  nut  brown  crylon  men's  sports 
model  (£29),  together  with  Ray  Ban 
aviators  (£26.50  —  reduced  from  £34.50) 
and  a  Ted  Lapidus  range  of  six  models 
(£25). 

Jackel,  who  have  discontinued  Correna 
distribution  in  a  number  of  major 
department  stores  are  still  available 
through  chemist  outlets.  The  company 
says  the  Correna  range  has  maintained 
most  of  the  1981  price  points  except  that 
Reactolite  Rapide  styles  will  now  retail  at 
£12.50. 

The  fashion  emphasis  of  the  range  is 
smaller  lens  shapes  in  pastel  colours.  The 
new  models  are  divided  into  3  categories 
—  the  "retro"  look,  classic  styles  with 
thin  frames  and  round  or  square  lens 
shapes  and  thirdly.the  smaller  round  eyes. 
All  the  important  lens  types  are  offered. 

The  Sunbrella  range  (£3.95-£9.95) 
includes  photomatics  (£7.50-£9.95)  and 
Reactolite  Rapide  (£9.95). 
Lessar  Brothers  will  this  year  be 
marketing  the  Optrex  range  comprising 
six  models  with  polycarbonate  lenses,  six 
with  Reactolite  Rapide  pre-tint  lenses  and 
nine  clip-overs. 

The  Solarite  popular  programme 
contains  fashionable  metal  models, 
including  rimless  and  mirror  lens  designs, 
and  slimline  panoramics.  The  main 


Solarite  fashion  features  this  season  are 
metal  round-eye  with  gradient  lenses  and 
a  unisex  rimless  mirror  with  painted  rim 
grooves.  Sunglasses  this  season  are 
smaller  and  there  is  a  return  to  the  sporty 
look, they  say. 

The  Giacomo  range  comes  in  two 
basic  shapes  each  available  in  six  multi- 
ringed  colours  each  bearing  the  "G"  logo. 
Linda  Farrow  say  they  have  over  30  new 
styles  and  lenses  include  the  five  new 
Reactolite  Rapide.  Sales  they  claim 
increased  by  40  per  cent  in  1981 . 
Marby  Lloyd  say  they  have  got  more 
fashionable  ranges  of  Reactolite  Rapides 
(£15.95)  and  CR  39  (£6.95).  They  have 
also  expanded  their  standard  Reactolite 
Rapide  range  and  introduced  a  new  clip- 
on  display  unit  holding  12  pieces.  Ranges 
available  are  Reactolite  Rapide 
(£10.95-£13.95),  polarised  (£2.30-£7.45), 
mirror  (£2.30-£4.95),  glass  lens 
(£1 .95-£2.30),  graduated  (£2.60-£7.45), 
clip-ons  (£0.55-£10.95),  children's  range 
(£0.19-£1.45),  metro  (£7.95-£  1 9.95 )  and 
assorted  eclipse  range  (£3.95-£12.95) 
available  only  in  cartons  of  25  dozen. 
Mazzucchelli  have  introduced  six  lens 
types  (CR  39,  polarising,  impact-resistant 
mirrored  glass  lenses,  Sunsitive  Rapid, 
and  for  the  first  time  gradient-tinted 
Reactolite  Rapide)  in  their  range  together 
with  the  gradient  tinted  introductions.  In 
all  there  are  nine  collections,  prices 
ranging  from  £6.99-£19.99. 
Oliver  Goldsmith  will  be  distributing  the 
latest  range  of  signature  sunglasses 
together  with  a  new  collection  called  Mix 
'n'  Match  consisting  of  "slightly  smaller 
sizes  in  beautiful  and  exciting  colours  all 


TV  advertising 
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range  at  £6.95-£7.95  compared  to  the 
Croptics  price  tag  of  £9.95  —  "hence  the 
price  of  their  national  advertising."  John 
Bowlt  believes  that  they  will  get 
distribution  "to  a  certain  extent  on  the 
back  of  the  national  advertising  but 
probably  won't  get  the  sales.  Remember 
the  chemist  trade  is  2: 1  in  favour  of  metal 
frames  —  this  range  is  all  plastic." 

David  Thornton  of  Solar  is  more 
enthusiastic.  It's  tremendous  for  us,  he 
says,  because  we'll  get  spin-off.  "I  wish 
them  the  best  of  luck  but  I  do  think 
they're  going  the  wrong  way.  We've  got 
the  same  material  in  our  range  but  I've 
only  put  in  four  models.  And  anyway  who 
wants  glasses  that  last  five  years?" 

Consumer  advertising  does  not  appear 
to  be  completely  ruled  out  by  the  other 
companies  but  it  is  felt  that  the  time  is  not 
yet  ripe.  "There  will  have  to  be 
investment  if  we  want  the  market  to  grow 
rapidly  again,"  says  Graham  Elson,  "But 
I  don't  ever  think  sunglass  advertising  will 
ever  get  to  the  levels  it  got  to  in  1978.  It 
will  probably  go  back  to  the  levels  of 
investment  of  1975-77,  before  Goggles 
come  in,  when  there  were  two  major 
companies  with  reasonable  shares  of  the 


fitted  with  colour  matching  gradient  CR 
39  safety  lenses."  All  OG  sunglasses  are 
now  available  with  Reactolite  Rapide 
lenses. 

Polaroid  recognising  the  "special  needs  of 
the  chemist  market"  have  produced  a 
starter  pack  of  36  sunglasses,  prices 
ranging  from  £4.95-£7.95.  Further 
supplies  in  both  style  and  colour  can  be 
obtained  in  units  of  three. 

Also  available  are  three  economy 
packs  containing  styles  retailing  at  less 
than  £3.  There  is  a  24  unit  pack  with 
Polaroid  lenses  (£4.95-£7.95),  a  36  unit 
pack  with  popular  metal  framed  models 
(£7.95  or  less)  and  a  pack  of  clip-ons  and 
Hip-clips  (£3.95  and  £4.95).  All  clip-ons 
feature  polarising  lenses.  For  larger 
outlets  there  are  6,  1 2  and  24  dozen  packs 
of  assorted  sunglasses  at  various  prices. 
Titcornb  have  included  all  six  Reactolite 
Rapide  lens  types  in  50  styles 
(£4.25-£7.95),  a  range  of  XDF 
photochromic  lenses  (£3.25)  and  40  metal, 
rimless  and  injection  moulded  models 
(£1.95-£4.50). 

There  is  a  range  with  Zeiss  Umbral 
lenses  (£7.25-£7.50),  a  range  of  polarised 
sunglasses  (£1 .75-£2.75),  mirror  lenses  in 
metal  (£1 .25),  colour  mirrored  (£1 .75), 
rimless  with  gradient  acrylic  lenses  (£1 .25) 
and  metal  models  with  monochrome 
lenses  (£0.90).  Assortments  of  children's 
sunglasses  (£0. 15-£0.30)  are  available  and 
there  are  clip-ons  and  flip-clips  with 
polarised,  CR  39,  acrylic  and  Reactolite 
Rapide  lenses  (£0.60-£5.50).  Display 
material  for  the  floor,  counter  and 
window  is  available  to  suit  individual 
requirements.  ■ 


market  and  when  there  were  sensible 
levels  of  advertising  spends  against  the 
product." 

So  what  can  we  conclude  from  all  this? 
Certainly  everyone  is  now  aware  of  the 
size  of  the  market  and  it  is  accepted  that 
the  1976-77  level  was  "artifical." 
Circumstances  at  the  time,  the  launch  of 
Goggles,  relaunch  of  Polaroid  and 
awareness  campaign  for  Foster  Grant  all 
contributed  to  the  heavy  over-investment. 
A  lesson  was  learnt  —  advertising  may 
create  awareness  but  not  specific  demand. 
Purchases  are  made  on  impulse  and  still 
need  the  sun  to  shine  or  the  incentive  of  a 
holiday.  Thank  goodness  over  the  last 
couple  of  years  the  market  has  calmed 
down.  What  is  needed  now  is  a  good 
season  to  clear  out  residual  stock. 

In  the  meantime  the  companies  will 
continue  to  fight  for  the  limited  instore 
space.  More  shaking  out  is  expected  to 
take  place  in  the  market  but  no-one  can 
agree  on  who  will  go. 

So,  for  1982  the  retailer  should  be 
prepared  for  sunshine  but  should  take  the 
opportunity  to  look  around  and  see  what 
deals  are  available.  Sunglasses  are  a  risky 
seasonal  product  but  with  the  price 
realignments  we  have  seen  for  the 
forthcoming  season  a  "realistic"  revival 
could  be  on  the  cards.  ■ 
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Stock  12  packs  of  Durex  Fetherlite  Extra  Fine  and 
NuForm  Extra  Safe  and  you'll  not  only  be  offer- 
ing more  safety  to  your  customers. 
You'll  feel  safe  about  your  sales    i  ^ 
figures  too.  } 

That's  because  two  thirds  of 
the  volume  of  these  brands  comes 
from  the  increasingly  more  popular 
12-pack  size. 

Are  you  getting  your  share? 
Or  is  someone  else  getting  it  at  I 
your  expense?  I 

So  stock  up  with  12-packs. 
And  get  dozens  more  sales.  1 


nu-form 

extra  safe 


12  SHAPED  PROTECTIVE3 
With  CONTRACEPTIVE  LUBRICANT 


POINTS  OF  LAW 


Young  workers'  subsidy 
scheme  —  the  benefits 


A  new  scheme  of  subsidy  to  employers  of 
young  people  came  into  force  earlier  this 
month. 

It  involves  paying  a  subsidy  to  young 
people  taken  on  who  are  under  the  age  of 
eighteen  and  who  are  paid  less  than  £45 
per  week.  The  subsidy  will  amount  to  £15 
per  week  for  those  youngsters  paid  less 
than  £40  per  week  and  £7.50  per  week  for 
all  of  those  paid  between  £40  and  £45  per 
week.  The  scheme  will  apply  to  young 
people  taken  on  after  the  commencement 
of  the  scheme,  but  as  a  concession,  those 
under  the  age  of  18  taken  on  your  staff 
from  September  onwards  will  qualify. 

The  subsidy  is  payable  for  one  year 
and  the  money  is  given  to  employers 
quarterly  in  arrears.  The  person  must  be 
in  employment  for  at  least  eight  weeks  for 
the  employer  to  qualify  for  the  subsidy  in 
respect  of  that  particular  individual. 

The  working  week  to  be  performed 
shall  not  be  of  less  than  35  hours.  It  will  be 
noted  that  the  employer  has  to  pay  below 
£40  or  £45  per  week  in  order  to  qualify  for 
the  subsidy.  If  there  is  a  wages  board  or 
council  order  in  force  that  provides  a 
minimum  wage  for  young  people  over  this 
sum,  then  the  employer  must  abide  by  the 
orders  and  in  which  case  he  will  not 
qualify  for  the  subsidy. 

The  subsidy  will  not  be  given  in  respect 
of  employees  in  the  public  services  or  in 
domestic  service.  Further  details  and 
application  forms  are  available  from  the 
Department  of  Employment. 

Using  contractors 

There  are  many  occasions  on  which 
independent  contractors  may  come  into 
your  premises.  You  may  engage  a  firm  of 
builders  to  do  decorating  work, 
electricians  to  do  wiring  or  you  may  use 
other  specialist  firms  for  a  variety  of 
purposes. 

Although  the  contractor  has  a  safety 
responsibility  for  his  own  employees, 
especially  relating  to  the  manner  in  which 
they  carry  out  their  work,  you  too  have  a 
responsibility  for  the  health  and  safety  of 
those  who  come  on  to  the  premises  to 
work  even  though  they  may  not  be  your 
own  employees. 

For  example,  if  you  employ  a  firm  of 
electricians,  and  the  employer  of  those 
electricians  has  not  instructed  them  in  a 
safe  way  of  carrying  out  certain  rewiring 
operations,  then,  if  one  of  the  electricians 
receives  injuries,  it  is  his  employer  who  is 
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liable.  On  the  other  hand  if  one  of  the 
electricians  goes  up  a  flight  of  stairs  on 
your  premises  and  because  of  a  bannister 
giving  way  is  injured,  then  you  are 
responsible.  Not  only  may  this  land  you  in 
a  claim  for  compensation  (which  in  any 
case  your  insurance  company  would  pay) 
you  could  also  be  prosecuted  by  the  health 
and  safety  enforcement  officer  for  a 
breach  of  the  Health  &  Safety  at  Work 
Act. 

That  is  why  it  is  important  to  warn 
contractors'  employees  who  come  on  to 
your  premises  of  any  dangers  or  hazards 
of  which  you  are  aware. 


Obtaining  a  loan 


With  interest  rates  as  high  as  they  are  it 
becomes  almost  a  nightmare  for  many 
businesses  to  be  able  to  obtain  a  loan  at 
rates  of  interest  that  will  not  cripple  the 
business. 

In  spite  of  what  is  being  said  about  the 
clearing  banks  being  more  than  willing  to 
help  out  businesses  during  the  recession, 
they  still  exact  a  price.  The  newer  the 
business  and  the  more  adventurous  are  its 
prospects,  the  harsher  the  terms  will  be. 

One  hears  of  banks  which  demand  not 
only  a  charge  on  all  the  business  assets  as 
security  for  the  loan,  but  individual 
directors  are  also  expected  to  sign 
personal  guarantees  and  even  lodge  deeds 
of  their  private  dwellings  or  create  second 
mortgages  upon  them.  Even  in  these 
circumstances  they  will  be  paying  three  or 
four  per  cent  above  the  bank  base  rate  as 
interest  on  the  loan. 

This  means  that  even  though  the 
company  is  a  limited  liability  one,  if  it 
cannot  meet  its  debts,  not  only  will  the 
assests  of  the  company  be  at  risk  —  there 
will  also  be  a  risk  to  the  personal  property 
of  the  directors  themselves.  This  really 
limits  the  benefits  of  trading  as  a  limited 
company  rather  than  as  a  partnership  or 
an  unlimited  business  run  by  someone  as  a 
self-employed  person. 

There  are,  however,  very  few 
alternatives  to  going  to  the  bank.  It  may 
be  possible  with  a  house  that  is  free  of 
mortgage  to  raise  money  from  a  building 
society  at  lower  rates  of  interest  than  the 
banks  will  charge  but  the  societies  will  be 
very  chary  of  lending  money  to  be  used 
for  business  rather  than  for  say, 
improvements  to  the  house. 

Another  source  of  funds  may  be  an 
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COMFORTS 
THE 
KIDDIES 


Benylin 
Paediatric 

specially  formulated  to  treat  coughs  in 
children  up  to  12  years,  with  a  pleasant  and 
very  acceptable  raspberry  flavour. 
Most  parents  know  how  well  Benylin 
Paediatric  does  its  job,  and  when  you 
recommend  it  you'll  be  giving  them  a  good 
night's  rest  as  well  as  the  child. 

PARKE-DAVIS 

part  of  the  Warner-Lambert  Group 

good  products  for  you 
and  your  customers. 

Active  Ingredients:  Diphenhydramine  Hydrochloride  B  P 
Sodium  Citrate  Ph  Eur;  Menthol  B  P  Product  Licence:  0018/0067 
Parke-Davis  &  Co..  Pontypool,  Gwent  NP4  0YH 

Further  information  and  data  sheet  available  on  request 

•Trade  mark  R82156 
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We're  introducing  new  Sanatogen  Vitamin  E 
to  our  range  of  vitamins.  And  we're  backing  that 
range  with  a  £1  million  advertising  campaign. 
That  means  the  most  popular  range  of  vitamins  in 
the  country  is  sure  to  become  even  more  popular. 

Every  tablet  contains  lOOmg  of  Vitamin  E. 
They're  easy  to  take,  they  taste  nice.  But  the  thing 
that  makes  them  special  is  the  name,  Sanatogen. 

So,  stock  up  now  and  make  sure  both  you 
and  your  customer  get  all  the  Vitamin  E  you  need. 


SWA 
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NEW  SANATOGEN  VITAMIN  E 


POINTS  OF  LAW 


HEALTH  CENTRE 
NEWS 


Insurance  policies 
can  form  a  useful 
basis  for  a  loan 

Continued  from  pl05 

insurance  company.  If  you  have,  for 
example,  an  endowment  assurance  policy 
on  which  you  have  paid  for  a  number  of 
years,  it  will  have  a  surrender  value.  The 
more  the  years  you  have  paid  on  it,  the 
higher  will  be  that  value. 

Most  insurance  companies  have 
arrangements  for  policy  holders  to  take 
out  a  loan  on  the  strength  of  those 
policies.  Indeed,  if  you  have  had  your 
policy  a  long  time,  you  may  even  find  a 
clause  written  into  the  policy  giving  you 
the  right  to  take  out  a  loan.  This  means 
that  if  you  or  a  fellow  director  or  a  partner 
is  willing  to  put  up  some  money  for  the 
business,  an  inquiry  of  the  insurance 
company  will  be  well  worthwhile.  It  will 
be  found  that  usually  the  rates  of  interest 
charged  on  such  loans  to  policy  holders 
are  lower  than  that  charged  by  the  banks. 

Some  companies  with  computerised 
systems  will  be  able  to  tell  you  over  the 
telephone  if  you  quote  the  policy  number, 
how  much  you  will  be  able  to  borrow  and 
the  rate  of  interest  that  would  be  charged. 


Refunds  available 


If  you  are  obliged  to  declare  one  of  your 
employees  redundant,  you  will  be  aware 
that  under  the  Redundancy  Payments 
Act,  he  or  she  —  provided  that  the 
necessary  service  qualification  has  been 
fulfilled  (ie  two  years'  continuous  service) 
—  will  be  entitled  to  a  redundancy 
payment. 

This  is  based  on  age  and  length  of 
service  with  you.  You  will  be  entitled  to  a 
refund  of  41  per  cent  from  the  central 
redundancy  fund  of  the  amount  you  have 
to  pay.  However,  you  are  obliged,  in 
order  to  qualify  for  the  refund,  to  notify 
the  Department  of  Employment  at  the 
time  you  have  decided  to  declare 
redundancy  of  what  you  are  proposing  to 
do.  You  should  therefore  contact  your 
local  employment  office  at  the  earliest 
opportunity  so  that  you  do  not  lose  your 
right  to  a  refund. 

Incidentally,  if  you  are  declaring  ten  or 
more  people  redundant  (even  though 
some  of  these  may  be  part-timers)  you 
should  automatically  inform  the 
Department  of  Employment  since  a 
failure  to  do  so  could  result  in  a 
prosecution  and  a  fine.  If  you  recognise  a 
trade  union  you  also  have  to  consult  the 
union,  inform  it  of  your  intention  and  the 
reasons,  notify  your  method  of  selection 


for  redundancy  and  receive 
representations  from  the  union.  If  you 
reject  those  representations  you  must  give 
the  reasons  for  the  rejection.  If  you  do  not 
follow  that  course  of  action  you  may  have 
to  pay  out  extra  compensation  to  your 
employees  who  are  dismissed  and  there 
will  be  no  refund  in  respect  of  those  extra 
payments. 


Loan  plan  problems 


Problems  are  beginning  to  appear  in  what 
are  known  as  "loan  back"  arrangements, 
where  self-employed  and  executive 
directors  of  businesses  are  entering  into 
arrangements  to  borrow  money  on  the 
strength  of  special  pension  plans. 

As  has  been  reported  in  Points  of 
Law,  people  under  self-employed  pension 
plans  have  been  able  to  take  advantage  of 
offers  made  by  insurance  companies, 
which  guarantee  loans  on  their  pension 
expectations  automatically,  with  the 
interest  —  and  indeed  on  occasions  the 
capital  —  being  repaid  when  the  pension 
becomes  due.  The  loans  have  been  able  to 
be  used  either  for  the  business  or  for 
personal  purposes.  These  arrangements 
seem  to  be  well  within  the  law. 

However,  where  the  business  is  owned 
by  a  limited  company  and  there  is  a 
controlling  director,  his  pension  may  have 
been  taken  out  under  a  different  scheme 
(commonly  known  as  an  executive 
pension  plan).  Some  insurance  companies 
have  drawn  up  schemes  to  give  loan  back 
arrangements  under  these  executive 
pension  plans  —  especially  in  relation  to 
an  automatic  entitlement  to  a  loan  on  the 
strength  of  the  pension  plan. 

It  is  these  arrangements  on  which 
doubt  has  been  thrown  since  it  might  well 
be  that  such  arrangements  are  in 
contravention  of  the  Companies  Act. 

One  insurance  company  has  taken  out 
all  the  necessary  legal  precautions  (eg  by 
obtaining  legal  options  and  trying  to  clear 
the  necessary  documents)  but  the  only 
certainty  will  arise  if  the  matter  is  taken  to 
court  for  a  ruling.  Controlling  directors 
and  executives  might  therefore  wish  to 
take  their  own  advice  before  entering  into 
such  an  arrangement  since  there  is  an 
element  of  doubt  about  the  matter.  ■ 


■  Lancashire  AHA  is  seeking  planning 
approval  for  a  health  centre  in  the  Roman 
Road  area  of  Blackburn. 

■  A  site  in  Wellington  Road,  Dewsbury, 
West  Yorks,  is  being  considered  by  the 
Yorkshire  RHA  for  a  new  health  centre. 
Dewsbury  District  Community  Health 
Council  put  forward  the  site. 

■  Tameside  AHA  is  seeking  planning 
permission  for  extensions  to  the 
Haughton  Green  health  centre,  Tatton 
Road,  Denton,  Greater  Manchester. 

■  Yorkshire  RHA  proposes  a  health 
centre  at  Northgate,  Pontefract. 

■  Planning  permission  is  sought  for  a  two 
storey  health  centre  at  Surbiton  Hospital 
fronting  Oakhill  Road,  Surbiton,  for 
Kingston  and  Richmond  AHA. 

■  North  Western  RHA  is  to  spend 
£303,429  on  building  a  health  centre,  the 
Egerton-Dunscar  Centre,  at  Bolton. 

■  North  Eastern  RHA  is  to  spend 
£120,438  on  extensions  to  the  Marus 
Bridge  health  centre,  Wigan. 

■  North  Yorkshire  AHA  plans  extensions 
to  the  Knaresborough  health  centre  and 
also  to  the  health  centre  at  Pateley  Bridge 
near  Harrogate. 

■  Planning  approval  has  now  been 
granted  for  a  village  health  centre  to  be 
built  in  the  grounds  of  St.  Margarets 
Lodge  at  Escrick  near  York.  It  will  be  a 
single  storey  building  built  for  two 
doctors,  with  a  caretaker's  flat  and  ample 
parking  to  serve  4500  patients  from  15 
communities  in  the  area. 

■  North  West  RHA  seeks  permission  for  a 
health  centre  at  Farnworth,  near  Bolton, 
on  a  site  in  Frederick  Street. 

■  The  Silloth  group  medical  practice  is 
seeking  planning  permission  for  a  group 
medical  practice  building  at  Lawn 
Terrace,  Silloth,  near  Carlisle. 

Product  knowledge 
booklet 

A  booklet  entitled  "Nucross  packed 
goods  —  product  information  for  sales 
assistants,"  has  been  produced  by 
Indpendent  Chemists  Marketing  Ltd  in 
co-operation  with  the  National 
Pharmaceutical  Association. 

The  booklet  aims  to  provide  sales 
assistants  with  basic  product  knowledge 
which  will  enable  them  to  become  better 
informed  in  this  specific  area,  and  also 
more  helpful  to  their  customers. 
Emphasis  is  placed  on  the  need  to  consult 
the  pharmacist  whenever  doubts  arise. 

Numark  members  will  receive  a  copy 
of  the  new  training  guide  with  their 
January  promotion  kits,  and  additional 
copies  are  being  sent  to  each  NPA 
wholesaler. 
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The  Strongest  Suppo 
The  Softest  Tissues. 

Kleenex* facial  tissues- 
Britain's  No.  1  range- are 
now  the  softest  ever. 

And  we're  backing 
them  with  our  biggest  ever 
£1,000,000  support, 
with  massive  national  TV 
advertising. 


lilt 


 x% 


BRITAIN'S  No  !  FACIAL  TISSUE  RANGE 


Regd  trademark  Kimberly-Clark  Corp. 
Source:  T.I. A. 


De  Witt  International  Ltd. 
New  Manufacturers  and 
Distributors  of 
CABDRIVERS  Cough  Linctus 

We  are  pleased  to  announce  that,  as  from  January  4th,  1 982, 

De  Witt  International  Ltd.  have  full  responsibility  for  the 
manufacture  and  distribution  of  the  Cabdrivers  cough  linctus 
range  of  products  and  nasal  decongestant  tablets.  No  changes  in 
selling  policy  are  planned  and  normal  De  Witt  trading 
arrangements  will  apply  immediately.  Please  place  all  future 
orders  with  your  usual  wholesaler/supplier  or  send  direct  to 
De  Witt  International  Ltd.,  Seymour  Road,  London  E10  7LX. 

Telephone  01 -539  3334. 


De  Witt-  suppliers  to  the  chemist  trade  for  over  80  years. 


^^^The  name  that 
pPwill  do  the  selling 
-  New  TRIMULINA 

For  weight  watchers 


A  FINE  NEW  SPIRULINA  PRODUCT 
from  Power  Health  Products  Ltd. 
Buy  in  Now  —  Be  the 
f  irst  with  this  fc^JI 
exciting  new  I 
product.  I 


Ethyl  Alcohol 

(S.V.R.) 

Fermentation  and  synthetic 
qualities  both  available  to  British 
Pharmacopoeia  specification. 


James  Burrough  Limited 

Fine  Alcohols  Division  60  Montford  Place  London  SE11 

Tel:  01-735  8131 


O 


^V  CHEMISTS? 
DRUGGIST 

Directory  1982 
Your  year-round  reference  guide  to 
the  pharmaceutical  industry 

PUBLISHED  FEBRUARY  1982 

ORDER  NOW  at  the  special  pre- 
publication  price  AND  SAVE  £3.00 

U.K.  £24  per  copy  (£27  per  copy  after  publication) 
Overseas  £26  per  copy  (£29  per  copy  after  publication) 
BENN  PUBLICATIONS  LTD.,  UNION  HOUSE,  ERIDGE 
ROAD,  TUNBRIDGE  WELLS,  KENT  TN4  8HF. 
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PSGB  COUNCIL 


Pharmacist  v.  chemist 
debate  planned 


The  Pharmaceutical  Society's  Council  is 
to  debate,  at  its  next  meeting,  whether 
pharmacists  should  represent  themselves 
as  pharmacists  rather  than  chemists  when 
advertising  to  the  public. 

Mr  J. P.  Bannerman  gave  notice  at  the 
Council  meeting  last  week,  that  he  wished 
to  be  debated  in  public:  "This  Council 
believes  that  it  is  contrary  to  the  best 
interests  of  the  profession  for  pharmacists 
to  represent  themselves  as  chemists  rather 
than  pharmacists  in  advertising  to  the 
public." 

The  president  asked  whether  it  would 
not  be  better  to  have  the  motion  debated 
in  committee  first  but  Mr  Bannerman  said 
he  wanted  it  debated  in  public.  His  object 
was  to  try  to  clarify  what  the  profession 
should  be  called. 

Mr  Stevens  asked  for  a  paper  to  be 
submitted  on  legal  aspects.  The  president 
replied  that  the  information  would  be 
obtained  and  the  motion  debated  at  the 
next  Council  meeting. 


Medicines  in  homes 


The  Society  is  to  write  to  the  Department 
of  Health  asking  for  a  meeting  to  discuss 
the  control  of  medicinal  products  in 
residential  homes  for  the  elderly.  The 
letter  will  also  comment  on  a  recent  health 
circular  covering  the  supply  of  medicines 
in  private  hospitals  and  nursing  homes. 

The  Practice  Committee's  general 
practice  subcommittee  noted  that  advice 
on  the  handling  of  medicines  in  such 
institutions  was  included  in  a  Department 
health  circular,  HC(81)  8  which 
recommended  that  all  medicines  not 
issued  for  use  should  be  stored  under  the 
control  of  a  pharmacist,  or,  if  there  was 
no  pharmaceutical  department,  under  the 
control  of  a  designated  responsible 
person. 

The  subcommittee  endorsed  the  views 
already  expressed  by  the  Hospital 
Pharmacists  Group  Committee  that  only 
a  doctor  or  nurse  should  be  the 
"responsible  person"  and  that  there 
should  be  a  close  definition  of  the  word 
"regularly"  in  the  advice:  "Every  place 
within  the  home  where  medicines  are 
stored  should  be  inspected  regularly  by  a 
pharmacist." 

The  subcommittee  accepted  the  view 
expressed  in  a  letter  from  the  Department 
that  the  health  circular  was  of  assistance 
in  dealing  with  private  hospitals  and 
nursing  homes,  but  it  was  of  no  help  in 
controlling  medicines  in  homes  for  the 

Chemist  &  Druggist  16  January  1982 


elderly.  Such  control  was  of  paramount 
importance,  particularly  in  view  of  the 
current  debate  on  bulk  prescribing. 
□  The  Society  is  to  inform  Mr  Dennis 
Pay,  of  Paydens  Ltd,  that  it  is  not  able  to 
help  in  any  further  court  action  arising 
from  the  rural  dispensing  dispute  in 
Tenterden.  That  was  agreed  by  the 
Council  on  the  recommendation  of  the 
Law  Committee,  after  the  Committee  had 
considered  all  relevant  documents  in  the 
light  of  counsel's  opinion. 


Private  health  centres 


□  The  Society  is  not  to  object  to  a 
proposal  under  which  a  pharmacy 
company  would  be  under  contract  for  the 
provision  of  pharmaceutical  services  for  a 
health  centre  to  be  set  up  for  private 
medical  treatment. 

The  Ethics  Committee  heard  that  the 
health  centre  was  the  first  of  many  to  be 
opened  by  a  medical  care  company.  It  was 
anticipated  that  each  would  have  about 
six  doctors  together  with  provision  for 
physiotherapy,  x-ray,  and  a  small 
operating  theatre.  The  head  of  the 
company's  private  medical  care  project 
team  had  visited  the  Society  to  discuss  the 
provision  of  pharmaceutical  services  for 
the  private  patients  who  visited  the  health 
centre.  Of  the  various  options  available 
the  company  preferred  that  the  dispensing 
of  all  private  prescriptions  from  the 
practice  be  undertaken  by  one  pharmacy, 
under  contract. 

Although  the  option  raised  ethical 
considerations,  the  Committee  noted  that 
there  was  no  doubt  that  the  company 
would  launch  its  system  of  private  medical 
treatment,  and  prescriptions  would  be 
dispensed  one  way  or  another.  The 
Committee  agreed  that  it  would  be  useful 
to  ask  the  company  to  keep  the  Society 
informed  on  developments  elsewhere. 

□  The  Society  is  to  take  no  objection  to  a 
proposal  for  the  use  of  a  flat  above  a 
pharmacy  as  a  general  medical 
practitioner's  surgery.  The  Ethics 
Committee  heard  that  a  doctor  who  had 
practised  in  the  same  suburb  for  many 
years  was  to  retire  but  would  not  be  selling 
his  house  and  surgery  to  his  replacement. 
The  local  borough  council  and  area  health 
authority  had  been  unable  to  help  with 
accommodation,  but  the  flat  above  the 
pharmacy  was  available.  The  surgery 
would  have  a  separate  entrance  and  no 
internal  communication.  The  pharmacy 
was  the  only  one  in  the  suburb  and  there 
was  no  prospect  of  a  second  in  the 


foreseeable  future. 

□  A  letter  expressing  concern  at  current 
developments  is  to  be  sent  to  the  British 
Diabetic  Association's  working  party  on 
the  changeover  to  100  unit  insulin. 
Because  of  problems  associated  with  the 
supply  of  syringes  and  because  the 
changeover  would  take  place  only  through 
clinics,  the  conversion  was  expected  to 
take  about  18  months,  and  U100  insulin 
seemed  to  be  developing  as  an  additional 
strength  rather  than  a  replacement. 

□  The  Society's  recommended  method  of 
pricing  private  prescriptions  is  being 
revised,  and  copies  of  the  new  scheme  will 
be  sent  to  all  pharmacies.  The  new 
recommendations  will  be  based  on  retail 
prices,  rather  than  cost  prices  as 
previously,  to  ensure  a  more  uniform 
approach  throughout  general  practice. 

□  The  National  Pharmaceutical 
Association  is  to  be  asked  to  join  the 
Society  in  organising  a  symposium  on 
herbal  products,  probably  on  October  28. 
Council  accepted  a  recommendation  that 
the  Society  should  not  issue  any  guidelines 
for  pharmacists  on  the  sale  and 
recommendation  of  herbal  products,  but 
should  leave  the  matter  to  the  individual 
judgment  of  the  pharmacist.  It  was  also 
agreed  that  the  Society  should  not  press 
for  a  tightening  of  the  control  of  herbal 
products  under  the  Medicines  Act  1968, 
and  that  it  was  not  possible  to  publish  any 
simplified  statement  on  the  law  relating  to 
herbal  products.  A  guide  to  the 
ingredients  of  the  most  common  herbal 
preparations  was  being  prepared. 


NHS  pensions? 


□  Mr  J. P.  Kerr  raised  the  question  of 
whether  the  Society  should  encourage  the 
retirement  of  women  pharmacists  at  60 
and  men  pharmacists  at  65  and  suggested 
that  there  was  a  need  for  pension 
arrangements  within  the  NHS  for  private 
pharmacists.  Such  an  arrangement  would 
provide  great  encouragement  to  people  to 
retire.  Mr  D.  Sharpe  pointed  out  that  the 
contract  was  mainly  with  limited 
companies,  and  it  would  be  difficult  to 
define  the  individual  to  whom  a  pension 
should  go.  Until  the  time  arrived  when  the 
contract  was  with  the  individual,  it  would 
be  difficult  to  implement  such  a  scheme. 

□  Representatives  of  the  Society  met  the 
chairman  of  the  University  Grants 
Committee  on  December  18,  1981,  when 
it  was  agreed  that  the  Society  should  make 
a  written  submission  for  consideration  by 
the  UGC  before  it  sends  out  its  next  grants 
letter  in  the  Spring.  The  Education 
Committee  agreed  that  the  submission 
should  repeat  the  Society's  view  that  the 
balance  between  polytechnic  and 
university  pharmaceutical  education 
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be  caught 
withyour 

Tubigrip 

down 

More  and  more  GP's  are  prescribing 
Tubigrip-Britain's  top-selling  tubular  support 
bandage-the  more  effective  alternative 
to  crepe. 

Which  isn't  a  great  surprise. 

Easy  to  apply  and  fully  washablejiibigrip 
is  tops  simply  because  it  puts  patients  first. 

Make  sure  your  stocks  of  Tubigrip  are 
adequate  to  meet  increasing  demand.  Order 
Tubigrip  in  metre  and  half  metre  rolls  through 
your  usual  channels-and  remember  this  is  a 
prescribable  line  which  can  also  be  sold  over 
the  counter. 


You 
can  rely  on 
support 
from 


TH  E  TU  BIG  R I P '  PEOPLE 
BATE  MAN  -JACKSON 

A  member  of  the  Seton  Group.  Tubiton  House, 
Oldham  OL13HS  England.  Tel:  061-652  2222  (5  lines) 
Telegrams  "Tubiton"  Oldham  Telex:  669956 
Distributors  of  Seton  specialised  surgical  dressings  and  appliances 
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GEM  PRODUCTS  LTD 

incorporated  with 


"Si 


JEROME  RUSSELL  COSMETICS  LTD 

Are  pleased  to  announce  the  arrival  of  the 
Only  GLITTER  SPRAY  in  the  U.K. 


SILVER 
GOLD 
RED 
BLUE 
GREEN 
and 

MULTI-COLOURED 


SOLE  U.K.  DISTRIBUTORS 

"Festival  Glitter  spray  here 
Festival  Glitter  spray  there 
Festival  Glitter  spray  everywhere 
On  your  body,  on  your  hair, 
Festival  Glitter  spray  so  debonair" 

Available  from  most  leading  wholesalers 

If  you  have  any  difficulty  in  obtaining 
Festival  Glitter  contact: 

Mr  Jerome  on  01-551  1027  or  write  to 
Gem  Products,  Tanners  Lane,  Barkingside 
llford,  Essex 

WHOLESALE  ENQUIRIES  WELCOME 


Second  Prizes  of  £15 
Key  Money  Nos. 


CONGRATULATIONS  FROM  THE  BRAND  LEADER  -  LEMSIP 
Winners  will  be  confirmed  by  post  and  prize  cheques  will  be 
despatched  direct  to  the  address  shown  on  the  counterfoil. 
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NEWS  EXTRA 


The  best  place  to 
buy  cosmetics 

In  many  ways  a  pharmacy  is  the  best  place 
to  buy  cosmetics,  writes  Dr  Vernon 
Coleman  in  his  book,  "Face  Values," 
published  last  week. 

Although  pharmacies  are  unlikely  to 
be  able  to  compete  with  price  cutting 
shops  they  often  have  a  wider  range  of 
products,  and  because  they  are  unlikely  to 
be  linked  closely  with  any  manufacturer, 
will  often  be  able  to  give  less  biased  advice 
than  "consultants"  in  stores,  he  explains. 
"Only  in  a  pharmacy  will  it  be  possible  to 
obtain  proper  advice  about  treatment  for 
minor  medical  conditions,"  he  adds. 

However,  Dr  Coleman  goes  on  to  say, 
"If  you  are  buying  a  toiletry  (such  as 
soap,  shampoo  or  toothpaste)  or  a 
cosmetic  product  that  you  have  already 
used  and  found  suitable  then  it  is 
probably  cheaper  to  buy  that  product  in  a 
supermarket.  The  disadvantage  with  this 
philosophy  is,  of  course,  that  eventually 
pharmacies  and  stores  will  stop  selling 
cosmetics  if  they  don't  have  any 
customers,  and  then  there  will  be  nowhere 
to  test  products  or  obtain  advice." 

Describing  his  book  as  "a  consumer's 
guide  to  beauty  and  the  industry  that  sells 
it,"  he  criticises  the  "enormous  quantity 
of  misleading,  pseudo-scientific 
advertising"  put  out  by  cosmetics 
manufacturers.  "The  depths  of 
dishonesty  in  some  parts  of  the  cosmetics 
industry  appalled  me,"  he  says. 

Interviewed  on  the  BBC  radio 
programme  "You  and  Yours"  last 
Friday,  Dr  Coleman  said  on  balance  it  was 
probably  best  to  buy  the  cheapest  product 


PSGB  Council 

Concluded  from  pill 

should  not  be  disturbed.  Council  agreed 
that  a  draft  submission  should  be 
prepared  for  consideration  at  its  next 
meeting. 

□  The  Society  is  to  inform  the  UK 
Committee  of  Heads  of  Schools  of 
Pharmacy  that  it  is  deferring 
consideration  of  the  suggestion  that  it 
should  hold  an  examination  or  assessment 
at  the  end  of  the  preregistration  year  to 
determine  eligibility  for  registration.  The 
Education  Committee  agreed  that  if 
assessments  were  introduced  they  should 
not  be  used  to  regulate  the  number  of 
pharmacists  registering. 

□  A  letter  is  to  be  sent  to  the  Department 
of  Health  expressing  concern  that  the 
decision  to  allow  family  practitioner 
committees  to  become  health  authorities 
in  their  own  right  might  prejudice  the 
links  between  district  health  authorities 
and  general  practice  pharmacists.  ■ 


in  each  cosmetic  category  so  long  as  it  was 
made  by  a  fairly  well-known 
manufacturer  or  sold  by  a  well-known 
retailer.  Also  interviewed  was  Mr  Ian 
Phillipson,  secretary,  Cosmetic,  Toiletry, 
and  Perfumery  Association,  who  replied 
to  the  criticism  of  "pseudo-scientific" 
claims  by  explaining  the  strict  code  laid 
down  by  the  Advertising  Standards 
Authority.  "Face  Values" (£1.95),  Pan 
Books  Ltd,  Cavaye  Place,  London 
SW10  9PG.  ■ 


Instant  insurance 


Instant  insurance  proposals  and 
quotations  from  the  Pharmacy  Mutual 
Insurance  Co  will  be  one  of  the  benefits  of 
computerisation  at  the  National 
Pharmaceutical  Association. 

A  computer  is  being  installed  in  the 
NPA's  accounts  department  and  their 
1980-81  annual  report  says  that  the  PMI 
will  be  one  of  its  main  users. 

New  household  policies  are  being 
launched  this  year  and  the  computer  will 
enable  these  to  be  index-linked.  Another 
benefit  will  be  an  improved  and  extended 
interfirm  comparision  survey  as 
comparisons  with  businesses  in  similar 
locations  and  to  themselves  over  five  years 
will  now  be  possible.  Instant  reports  will 
be  available  with  no  waiting  for  surveys. 

The  PMI,  the  business  aids 
department  and  the  Coupex  service  all 
had  record  years.  NPA  business  aids  sold 
almost  £1  Vi  million,  at  manufacturers'  list 
prices,  of  equipment  and  stationery  in 
1980,  which  represented  savings  to 
members  of  around  £142,500. 

Although  coupons  redeemed  through 
Coupex  in  1980  fell  below  the  previous 
year's  £1  !4  million  peak,  the  early  1981 
figures  strongly  disproved  any  decline,  the 
report  says.  Face  values  increased  by  45 
per  cent  during  the  year  to  give  an  average 
of  12.6p  per  coupon  —  "far  too  much  to 
leave  lying  around  against  the  uncertain 
prospect  of  a  representative's  visit".  ■ 


Emergency  claims 


The  Guild  of  Hospital  Pharmacists  has 
issued  details  of  its  claims  for  emergency 
duty  payments.  National  negotiations  for 
such  payments  have  broken  down  and  the 
Guild  is  advising  members  either  to 
withdraw  their  emergency  duty  services  or 
negotiate  local  agreements. 

The  claims  are  £1 1  for  each  night  (6pm 
to  8am)  and  for  Saturdays,  Sundays  and 
public  holidays,  with  a  further  £12.75  for 
each  call  which  requires  the  pharmacist  to 
come  into  the  hospital.  Duty  pharmacists 
would  have  to  give  specific  commitments 
to  be  available  to  give  advice  by  telephone 
and/or  going  to  the  hospital. 

Proposals  for  a  full  agreement  on 
unsocial  hours  was  covered  by  the  claims 
and  this  included  overtime,  extended 
pharmacy  opening  hours,  stand-by 
arrangements  and  working  on  Bank 
Holidays.  ■ 


LETTERS 


Swag  pitfalls 


For  many  years  I  have  read  Xrayser's 
column  and  have  been  amazed  at  how 
closely  his  views  coincide  with  mine.  In 
fact  I  have  been  asked  if  I  am  the  author 
of  the  column! 

However,  this  week's  column  on  the 
swagman  is  an  exception.  While  I  agree 
that  we  have  to  be  competitive,  and  must 
therefore  shop  around  for  the  best  buys,  I 
am  disturbed  by  the  breakdown  of  agency 
agreements. 

The  integrity  of  the  pharmacist  is  at 
stake.  All  manufacturers  have  the 
occasional  problem  with  faulty  goods, 
and  while  it  may  be  an  embarassment  to 
us  to  have  to  deal  with  such  irritations  it  is 
reassuring  to  know  that  the  manufacturer 
is  there  to  help  us.  No  such  reassurance  is 
forthcoming  from  the  swagman,  indeed  I 
have  not  been  able  to  obtain  a  guarantee 
from  certain  swagmen  that  the  stock  I 
have  is  even  genuine.  Is  it  wise  for 
pharmacists  to  risk  their  reputations  as 
honest  professional  people  by  supplying 
goods  of  unknown  origin? 

Incidentally,  would  the  CDA  come  to 
the  aid  of  a  pharmacist  prosecuted  for  the 
sale  of  a  "fake"  product,  or  the  sale  of  a 
"genuine"  product  incorrectly  labelled  so 
far  as  UK  weights  and  measures 
regulations  are  concerned? 
D.W.  Higgins 
Tolworth,  Surrey 


Thanks,  Unichem  — 


In  these  days  when  so  much  is  being  said 
and  written  about  discounts,  court  cases, 
computers  etc,  it  is  pleasing  and  refreshing 
to  find  a  pharmaceutical  wholesaler  who 
is  able  to  provide  a  necessary  service, 
which  involves  extra  effort  on  the  part  of 
the  staff. 

I  am  a  newcomer  to  writing  to  C&D, 
but  I  feel  compelled  to  write  on  this 
occasion  as  a  result  of  my  experience 
during  the  last  extended  holiday  period. 
The  Unichem  Walthamstow  depot 
announced  in  advance  that  they  would  be 
providing  an  emergency  service  from  9am 
to  12  noon  on  both  Boxing  Day  and  the 
Monday  Bank  Holiday.  I  felt  reasonably 
confident  that  I  would  not  need  this,  since 
I  was  sure  I  had  adequate  stocks  to  meet 
any  emergency  situation.  However,  my 
confidence  was  shaken  when  I  found  that 
on  Boxing  Day  at  1  lam  I  was  asked  to 
dispense  a  prescription  for  a  Controlled 
Drug  for  a  critically-ill  patient.  Thanks  to 
the  service,  including  the  driver  and  depot 
staff  on  duty,  I  was  able  to  fill  a  need  in  a 
dire  emergency.  In  these  days  of  "cut- 
backs" and  economies  the  event  stands 
out  in  shining  contrast. 
Frank  Rones 
London  El 
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BUSINESS  NEWS  New  company  to  sell 

— — — health  products 


LRC  acquire  Napcolour: 
service  to  expand? 


LRC  International,  the  owners  of  United 
Photographic  Laboratories,  acquired 
Napcolour  from  the  Charterhouse  group 
last  week  for  £4.5  million. 

Napcolour,  formerly  known  as 
Northern  Associate  Photofinishers,  has  a 
traditional  strength  in  the  North  and  West 
servicing  over  3,500  chemists  and 
photographic  dealers  —  it  also  operates  a 
direct  mail  subsidiary  trading  as  Trifca 
and  Freeprint  in  France  and  Holland. 
UPL  trades  under  the  Colourcare  name 
and  with  its  strong  Southern  base  will 
provide  LRC  with  a  national  coverage. 

A  company  spokesperson  told  C&D 
that  it  was  too  early  to  say  if  the 
Napcolour  name  would  be  lost  or  depots 
close  (there  are  now  24).  However,  it  is 
hoped  to  improve  and  expand  the 
pharmacy  service,  as  this  is  a  traditional 
LRC  interest. 

Mr  Bob  Hall,  managing  director,  LRC 
(Holdings)  Ltd,  said  that  the  UK 
photographic  processing  market  was 
estimated  to  be  worth  £200m  at  rsp  in 
1981  and  had  been  growing  consistently  at 
5-10  per  cent  annually. 

Wellcome  group 
sales  reach  £500m 


"The  retail  trade  is  beginning  to  regain 
some  of  the  business  it  lost  to  mail  order 
operators  —  over  half  the  business  until 
last  year. 

"This  was  largely  the  result  of  a  lack 
of  price  competitiveness.  That  is  being 
reversed  as  retailers  become  conscious 
that  higher  volume  as  well  as  margins 
generate  profits."  LRC  believe  that  the 
enlarged  UPL  will  help  the  retail  trade  to 
build  its  market  share. 

The  takeover  represents  the 
completion  of  talks  announced  last 
November  between  the  investment  and 
banking  conglomerate,  Charterhouse, 
and  LRC  (C&D,  December  5,  pl075). 

Under  the  sale  agreement  LRC  will 
pay  an  amount  equal  to  the  net  tangible 
assets  of  the  Napcolour  Group  at 
November  27,  1981  (some  £1. 9m),  plus 
£1 . 16m  cash.  In  addition  it  is  intended 
that  a  dividend  of  £lm-after  tax  credit  of 
£428,000  be  paid  by  Napcolour  to 
Charterhouse.  The  purchase 
consideration  will  be  provided  by  LRC 
from  existing  resources.  ■ 


organic  chemistry  research  building  at 
Beckenham,  both  of  which  will  be 
completed  this  year,  and  new 
pharmaceutical  development  laboratories 
under  construction  at  Dartford.  Exports 
from  the  UK  set  a  new  record  at  £1 16.3 
million  (£107. 5m). 

In  research  and  development,  the 
chairman  reports  a  leading  position  in  the 
production  of  interferon  and  the  study  of 
its  clinical  utility.  Clinical  trials  with 
Wellcome's  lymphoblastoid  interferon  are 
in  progress  in  the  UK,  USA,  Canada  and 
Japan  and  the  company  has  licensed  its 
technology  in  the  latter  two  countries. 
Long-term  work  in  antiviral 
chemotherapy  resulted  in  Zovirax 
ophthalmic  ointment  and  other  important 
presentations  are  likely  this  year.  There 
has  been  a  strong  increase  in 
biotechnology  research  and  total  R&D 
expenditure  increased  from  £47. 3m  to 
£52m.B 


More  Superdrugs 


Superdrug  are  advertising  in 
Supermarketing  for  managers  and 
trainees  in  East  Anglia  and  the  Home 
Counties.  The  company  claims  it  opened 
26  new  stores  in  1981  bringing  the  total  to 
126;  18  more  are  due  to  open  by  the  end  of 
June  they  say.  ■ 


The  launch  of  a  new  company,  Inter- 
health  Ltd  has  been  announced  —  its 
objectives  are  to  "provide  a  compre- 
hensive marketing,  sales  and  distribution 
service  to  the  health  food  trade,  chemists 
and  departmental  stores." 

The  company  offers  a  national  distri- 
bution from  its  Surrey  premises.  Joint 

founders,  Mr  Peter  Briess  and  Mr  Peter 
Rule,  sales  director,  list  the  following 
companies  as  "among  those  who  have 
engaged"  Interhealth:  Creighton  Labora- 
tories (skin  care  products),  Dundale 
Group  (dietary  supplements),  Denes  (pet 
products),  Gregory's  Ltd  (aromatic  bath 
oils),  Modern  Health  Products  (alterna- 
tive medicines),  and  A.  Nelson  &  Co  Ltd 
(manufacturers  of  homeopathically  pre- 
pared alternative  medicines).  Interhealth 
Ltd,  Davis  Road,  Chessington,  Surrey 
KT9 1 TH.  ■ 

Grampian  buy  animal 
medicines  group 

Arthur  Guinness  are  to  sell  their  animal 
medicines  group  to  Grampian  Holdings 
for  approximately  £1  million.  Pre-tax 
profits  of  the  companies  being  sold  were 
£353,000  for  the  financial  year  ending 
August  30,  1981.  The  companies  involved 
are  Caledonian  Veterinary  Holdings 
C-Vet,  HMC  (Manufacturing  Chemicals) 
and  Veterinary  Pharmaceuticals.  ■ 

Finance  scheme  for 
shop  refits 

A  new  shopfitting  finance  scheme  to  assist 
independent  retailers  fulfill  a  planned 
expansion  or  improvement  programme 
has  been  launched  by  City  Industrial  Ltd. 
The  scheme  allows  for  refitting  without 
tying-up  capital  or  stretching  existing 
finance  arrangements,  say  the  company. 

Based  on  a  five  year  leasing  contract, 
the  scheme  will  cover  fixturing,  carpet 
tiles,  light  fittings,  false  ceilings  and  any 
free  standing  units.  CIL  or  independent 
designers  can  be  used. 

"The  small  retailer  is  in  a  Catch  22 
situation  at  present,"  says  Andrew 
Morris,  marketing  director.  "If  he  fails  to 
modernise  or  expand  he  sees  his  share  of 
the  market  stagnate  or  dwindle.  By  the 
same  token,  investment  in  a  refit  can  be 
the  'straw  that  breaks  the  camel's  back'  in 
the  present  economic  climate." 

Mr  Morris  says  the  CIL  scheme  is 
aimed  at  sound  independents  with 
perhaps  one  or  two  outlets.  CIL  have 
made  arrangements  that  will  enable  them 
to  support  the  leasing  opportunity  with 
more  than  £1  million  of  finance.  City 
Industrial  Ltd,  Fonthill  Road,  London  N4 
(telephone  01-272  0222).  ■ 


Group  sales  for  Wellcome  Foundation 
were  £500m  against  £442  million 
previously,  for  the  year  ended  August  29, 
1981. 

Profit  before  tax  also  rose  —  from 
£49. 3m  to  £50.  lm  —  and  the  chairman, 
Mr  A.J.  Shepperd,  notes  that  the  previous 
year's  figures  contained  an  exceptional 
stock  credit  of  £6.4  million.  When 
adjusted  for  this,  the  increase  in  profit 
was  £7.2  million,  "a  substantial 
improvement  of  17  per  cent  achieved  in  a 
difficult  world  trading  environment." 

Only  16  per  cent  of  group  sales  were 
made  to  the  UK  market,  hence  the 
violently  fluctuating  exchange  rates 
affected  trading  results.  If  sales  and  profit 
for  1980  and  1981  had  been  compared  in 
local  currency  terms,  the  increases  would 
have  been  16  and  20  per  cent  respectively. 
Distribution  to  the  Wellcome  Trust,  the 
sole  shareholders,  increased  to  £10.5m 
(£9m). 

Capital  expenditure  in  the  UK  almost 
doubled  in  the  year  to  £21.2  million,  more 
than  half  the  total  group  expenditure  of 
£40.9  million.  This  included  a  new 
production  facility  for  Wellcome's 
diagnostic  business  at  Dartford,  a  new 
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COMING  EVENT! 


Acorn  link  with 
merchandising 

A  sales  support  company  has  linked  its 
knowledge  of  retail  outlets  to  Acorn,  a 
computerised  technique  for  using 
demographic  data  to  classify  people  and 
households  according  to  the  types  of  areas 
in  which  they  live.  This  development  will 
help  "priority  areas  to  be  established  for 
sales  support  activity,  maximising 
investment  in  areas  of  greatest 
opportunity." 

Mass-Merchandising  and  Sales 
Services  Ltd  say  they  already  cover  5,000 
independent  and  multiple  chemists 
(including  120  Boots  stores),  4,000  travel 
centres,  500  DIY  outlets,  3,500  hardware 
and  DIY  stores  and  thousands  of  grocery 
based  stores.  Clients  listed  include  Addis, 
Beechams,  Farley  Health  Products, 
Peaudouce  and  Varta. 

"There  is  nothing  new  about  the 
availability  of  Acorn  (A  Classification  of 
Residential  Neighbourhoods)"  says  Mr 
Dennis  Smith,  managing  director  of  Mass, 
"but  when  that  information  is  married  to 
comprehensive  and  continuously  up-dated 
data  on  point  of  sale,  then  it  starts  to 
become  a  new  and  valuable  marketing 
tool". 

A  new  corporate  identity  is  the  first 
stage  in  a  promotional  impetus  which  also 
includes  advertising  and  PR.  ■ 


Financial  assistance 
from  Vestric  . . . 

A  £30,000  loan  to  enable  a  pharmacist  to 
launch  a  new  business  in  the  West 
Country  is  one  of  the  first  announced  by 
Vestric  under  its  scheme  to  help 
independents  by  means  of  an  arrangement 
made  with  Lloyds  Bank. 

Vestric's  marketing  director,  Mr 
David  Taylor,  reports  that  from  among 
applications  for  loans  received  during  the 
first  two  months  of  the  scheme  some  15 
are  now  being  given  serious  consideration. 
If  approved  the  loans  will  help 
pharmacists  improve  their  businesses  or 
launch  new  ones. 

Applicants  wishing  to  take  advantage 
of  the  scheme  should  first  inquire  through 
their  local  Vestric  branch  manager.  ■ 


. . .  and  Unichem 


Unichem  has  backed  60  independent 
pharmacists  within  the  past  year  since  its 
finance  corporation  came  into  operation 
—  loans  to  pharmacists  totalling  £5 
million  have  been  guaranteed  during  the 
past  three  years. 

Unichem  has  a  separate  department  at 
Crown  House,  Morden,  Surrey,  to 
consider  loan  applications,  under  the 
direction  of  Mr  Walter  Woodgate. 
Telephone,  01-542  8522.  ■ 
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MARKET 
NEWS 


Activity  subsides 


London,  January  12:  The  unexpected 
increase  in  activity  in  some  sectors  of  the 
market  immediately  before  the  holidays 
which  was  referred  to  in  last  week's  report 
has  not  been  repeated  in  the  week  or  so 
since  the  markets  reopened. 

There  are  a  number  of  crude  drugs 
which  are  unavailable,  particularly  for 
spot  delivery.  Amongst  the  latter  may  be 
cited  Canada  balsam,  dandelion,  jalap, 
lobelia  and  senega.  Quoted  lower  during 
the  week  were  Peru  balsam  and  benzoin, 
while  Matto  Grosso  ipecacuanha  failed  to 
hold  its  recent  peak.  Firmer  among  spices 
were  pepper,  turmeric,  star  aniseed  and 
cumin  seed. 

The  following  essential  oils  were 
marked  up  for  shipment:  cedarwood, 
clove  leaf,  eucalyptus,  Brazilian 
peppermint  and  petitgrain.  Menthol  was 
slightly  easier  in  all  positions.  ■ 

Pharmaceutical  chemicals 

Bromides:  Ammonium  potassium,  sodium  per  metric  ton  in 
50-kg  lots  £970;  250-kg  lots  £920;  1 ,000-kg  £890. 
Brucine  sulphate:  £45  kg. 

Butabarbital:  Acid  £25. 17  kg;  sodium  £26.81  kg  in  50-kg  lots. 
Butobarbitone:  Less  than  100  kg  £22.88  per  kg. 
Ergotamine  tartrate:  £4.25  g  in  50-g  lots. 
Papaveretum:  £390  kg;  5-kg  lots  £355  kg.  Subject  to  Misuse  of 
Drugs  Regulations. 

Pentobarbitone:  Less  than  100-kg  £25.67  kg;  sodium  £27.27. 
Pethidine  hydrochloride:  10-kg  lots  £60.20  kg.  Subject  to 
Misuse  of  Drugs  Regulations. 

Petroleum  jelly:  BP  soft  white  grade  54  £526  metric  ton 
delivered  UK  in  170-kg  drums;  yellow  BP  in  grade  60  £526  in 
174  kg  drums. 

Potassium  ammonium  tartrate:  £2.76  kg  in  50-kg  lots. 
Potassium  bitartrate:  £1 ,050  per  metric  ton. 
Potassium  citrate:  Granular  £1 ,069  per  metric  ton.  5-ton 
contracts  £  1 ,063  ton . 

Potassium  diphosphate:  in  50-kg  lots,  granular  £2,340  metric 
ton;  powder  £2,950  ex  works. 

Potassium  hydroxide:  Pellets  BP  1963  in  50-kg  lots  £2,183.50 

metric  ton;  technical  flakes  £766  ex  works. 

Potassium  nitrate:  Recrystallised  £1 .56  for  50-kg  drums. 

Potassium  phosphate:  monobasic  BPC  1949.  £1.61  kg  in  50-kg 

lots. 

Pyridoxine:  £21.55  kg  for  20-kg  lots. 

Riboflavine:  (Per  kg)  £24.62  in  10-kg  packs,  diphosphate 

sodium  £80.30  in  5-kg. 

Crude  drugs 

Aloes:  Cape  £1,540  metric  ton  spot;  £1 ,405,  cif.  Curacao 
£2,950,  cif. 

Balsams:  (kg)  Canada:  Short  on  spot,  no  quote;  shipment 
£16.40,  cif.  Copaiba:  £5.40 spot;  £5.30,  cif.  Peru:  £9.55  spot; 
£9.25,  cif.  Tolu:  Spot  £5.30. 
Benzoin:  £139  cwt,  cif. 

Ginger:  Cochin  £660  metric  ton  spot;  £575,  cif.  Other  sources 
not  quoted. 

Ipecacuahna:  Matto  Grosso  £3 1 .60  kg,  cif. 

Liquorice:  Root,  £570  metric  ton  spot;  £600  cif.  Block  juice 

£1 ,400  metric  ton  spot. 

Menthol:  (kg)  Brazilian  £6.25  spot;  £6.35,  cif.  Chinese  £5.80 
spot;  and  cif. 

Pepper:  (metric  ton)  Sarawak  black  £925  spot,  $1 ,450,  cif; 
white  £1 ,300  spot;  $2,050,  cif. 

Seeds:  (metric  ton,  cif).  Anise:  China  star  £1 ,950.  Celery: 
Indian  £500.  Coriander:  Moroccan  £370.  Cumin:  Indian 
£975.  Fennel:  Chinese  £550.  Fenugreek:  Moroccan 
unavailable;  Indian  £350. 

Turmeric:  Madras  finger  £350  metric  ton  spot;  £300,  cif. 

Essential  oils 

Cedarwood:  Chinese  £2.70  kg  spot  and  cif. 
Cinnamon:  Ceylon  leaf  £3.05  kg  spot;  £2.60,  cif;  bark; 
English-distilled,  £150. 

Clove:  Indonesian  leaf  £1 .86  kg  spot;  £1 .94,  cif.  English 
distilled  bud  £55  spot. 

Eucalyptus:  Chinese  £2. 65kg  spot;  £2.55,  cif. 

Lemongrass:  Cochin  £4.75  spot;  £4.50,  cif. 

Peppermint:  (kg)  Arvensis  —  Brazilian  £6. 10  spot  and  cif. 

Chinese  £3.50  spot;  £3.67,  cif.  American  piperata  from  £13. 

Petitgrain:  Paraguay  £8.25  kg  spot  and  cif. 

Sandalwood:  Mysore  £55  kg  spot.  East  Indian  £53.35  spot. 

Sassafras:  Brazilian  £2.75  kg,  cif.  Chinese  £2.20,  cif. 

The  prices  given  are  those  obtained  by  importers  or 
manufacturers  for  bulk  quantities  and  do  not  include  value 
added  tax.  They  represent  the  last  quoted  or  accepted  prices  as 
we  go  to  press. 


Monday,  January  18 

Mid-Glamorgan  East  Branch,  Pharmaceutical  Society, 
Hawthorn  Leisure  Centre,  Pontypridd,  at  8pm.  Dr.  M.  W. 
Annear  on  "A  tour  through  Eastern  China  to  Hong  Kong". 
Buffet  supper. 

Tuesday,  January  19 

Bristol  Branch,  Pharmaceutical  Society,  Postgraduate  medical 
centre,  Frenchay  Hospital,  at  7.30  pm.  Mr  Alan  Smith,  chief 
executive,  PSNC,  on  "Pharmacy  —  1984". 
Edinburgh  and  Lothians  Branch,  Pharmaceutical  Society,  36 
York  Place,  Edinburgh,  at  7.45pm.  Mr  J.  P.  Kerr,  treasurer, 
Pharmaceutical  Society,  talk  entitled  "Help!". 
Fife  Branch,  Pharmaceutical  Society,  Anthony's  Hotel, 
Kirkcaldy,  at  7.45pm.  Mr  J.  C.  R.  Liddell,  pharmacy 
inspector,  Pharmaceutical  Society,  on  "The  new  broom". 
Northumbrian  Branch,  Pharmaceutical  Society,  Viscomte 
Room,  Imperial  Hotel,  at  7.30pm.  Mr  E.  Hodgson,  Abbott 
Laboratories  on  "Stoma  care".  Light  buffet. 
Stirling  and  Central  Scottish  Branch,  Pharmaceutical  Society, 
Station  Hotel,  Stirling,  at  8pm.  Miss  M.  McKellar,  district 
dietician  of  Falkirk  and  District  Royal  Infirmary  speaking  on 
her  work. 

Wednesday,  January  20 

Sheffield  Branch,  Pharmaceutical  Society,  Lecture  theatre  4, 
Arts  Tower,  University  of  Sheffield,  at  8pm.  Professor  A.  H. 
Beckett  on  "Drugs  in  sport". 

Thursday,  January  21 

Ayrshire  Branch,  Pharmaceutical  Society,  Balgarth  Hotel, 
Dunure  Road,  Ayr,  at  8pm.  Lecture  on  "The  use  of  computers 
in  pharmacy". 

Bedfordshire  Branch,  Pharmaceutical  Society,  Old  George 
Hotel,  Silsoe,  at  8pm.  Working  dinner.  Guest  Mr  David 
Sharpe.  Contact  Mr  G.  Hay  for  reservations,  telephone  Luton 
26743. 

Birmingham  Branch,  Pharmaceutical  Society,  Senior  common 
room,  seventh  floor,  Univcersity  of  Aston,  at  8pm.  Det.  Insp. 
Dawson  and  Det.  Sgt.  Brown,  crime  prevention  department. 
West  Midland  Police,  on  "Security  in  retail  pharmacy". 
Bradford  and  Halifax  Branch,  National  Pharmaceutical 
Association,  Victoria  Hotel,  at  8pm. Speaker  Mr  P.  Boardman, 
assistant  secretary,  PSNC,  on  "Pricing  of  prescriptions, 
problems  with  the  Drug  Tariff. 

Derbyshire  Branch,  National  Pharmaceutical  Association, 

Postgraduate  medical  centre,  Derby  Royal  Infirmary,  London 
Road,  at  8pm.  Mr  Graham  Arundell,  sales  manager. 
Independent  Chemists'  Marketing  Ltd,  on  "The  design  and 
layout  of  the  modern  pharmacy." 
Lancaster,  Morecambe  Branch,  Pharmaceutical  Society, 
Medical  centre,  Ashton  Road,  Lancaster,  at  7.45pm.  Tape- 
slide  presentations  on  "Autonomic  drugs  and  the  eye",  and  a 
descriptive  tour  of  the  Society's  headquarters. 
Leeds  Branches,  Pharmaceutical  Society  and  National 
Pharmaceutical  Association,  joint  meeting,  Golden  Lion 
Hotel,  Lower  Briggate,  Leeds,  at  8pm.  Mr  Tim  Astill,  NPA 
director,  on  "Sharks  and  whales  in  pharmacy". 
Reading  Branch,  Pharmaceutical  Society,  Postgraduate  centre, 
Royal  Berkshire  Hospital,  at  7.30pm.  Miss  H.  A.  Levi,  MPS,, 
on  "Homoeopathy". 

Royal  Society  of  Chemistry,  Analytical  Division,  at  PSGB,  l 
Lambeth  High  Street,  London  SEl .  Annual  general  meeting. 
West  Dorset  Branch,  National  Pharmaceutical  Association, 

Judge  Jefferies  restaurant.  High  West  Street,  Dorchester,  at 
7.30pm.  Mr  Nigel  Hircock,  Weddell  Ltd,  on  "The  practical 
aspects  of  dispensing  insulin  preparations."  Buffet. 
West  Metropolitan  Branch,  Pharmaceutical  Society,  Chelsea 
College,  Manresa  Road,  London  SW3,  at  7.30pm.  Professor 
E.  J.  Shellard  on  "Avicenna  and  Uzbekistan".  Joint  meeting 
with  Chelsea  School  of  Pharmacy  Student's  Association. 
Worthing  Branch,  Pharmaceutical  Society,  Worthing 
Postgraduate  medical  centre,  Homefield  Road,  at  7.30pm.  Dr 
A.  M.  Edwards,  Fisons  Ltd,  on  "The  delivery  of  drugs  to  the 
lungs  and  nose". 

Friday,  January  22 

Harrow  and  Hillingdon  Branch,  Pharmaceutical  Society, 

House  of  Commons,  Palace  of  Westminster.  Branch  dinner. 

Advance  Information 

Guild  of  Hospital  Pharmacists,  Nichols  award  presentation, 
Bonnington  Hotel,  Southampton  Row,  London,  on  February 
5.  Dr  Bryan  K.  Evans,  principal  pharmacist.  University 
Hospital  of  Wales,  presents  a  paper  on  "The  development, 
manufacture  and  assessment  of  a  preparation  for  treatment  of 
certain  smooth  muscle  disorders  of  the  gastro  intestinal  tract". 
Data  Communications  in  Retailing,  a  policy-making 
conference  commissioned  by  British  Telecom,  Europa  Hotel, 
London,  on  February  10-1 1 .  Information  from  Mr  Neil  James, 
Director,  Retail  management  Development  Programme,  5  East 
Street,  Brighton  BNl  1HP. 

Merchandising  and  Purchase  Order  Management.  Two  one- 
day  conferences  at  the  Portman  Hotel,  London,  on  March  1 
and  2  respectively.  Fee  for  each  conference,  £135  +  VAT,  or 
£245  for  same  delegate  attending  both.  Registration  details 
from  Retail  Management  Development  Programme,  5  East 
Street,  Brighton  BNl  1HP. 

South  East  England  Region,  Pharmaceutical  Society;  one  day 

conference  on  "Fringe  medicine"  at  the  Postgraduate  medical 
centre,  St  Lukes  Hospital,  Guildford,  on  Sunday,  March  14. 
Registration  fee  £2.50,  payable  by  March  1 .  Details  from  Dr 
W.G.  Hanlon,  Regional  Secretary,  Department  of  Pharmacy, 
Brighton  Polytechnic,  Moulsecoomb,  Brighton  BN2  4GJ 
(telephone  Brighton  693665). 

South  East  England  Region,  Pharmaceutical  Society; 

Postgraduate  lectures  on  "Hepatic  disorders"  at  Sussex 
Postgraduate  Medical  Centre,  Brighton  Central  General 
Hospital,  Elm  Grove,  Brighton,  on  February  3  and  March  3  at 
7.30pm. 

Postgraduate  residential  courses,  Brighton  Polytechnic,  April 
5-8  and  September  6-9.  Subjects  on  both  occasions 
"Chemotherapy  plus  the  rationale  and  use  of  computers  in 
pharmacy."  Details  from  Dr  R.W.  Daisley,  Department  of 
Pharmacy,  Brighton  Polytechnic,  Moulsecoomb,  Brighton 
BN2  4GJ  (telephone  Brighton  693655  ext  2117). 
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CLASSIFIED 


Post  to 

Classified  Advertisements, 
Chemist  &  Druggist, 
Sovereign  Way,  Tonbridge, 
Kent  TN9  1RW. 
Telephone  Tonbridge  (0732) 
364422.  Telex  95132. 
Ring  Martyn  Fryer  for  further 
information  on  extension  218. 


Publication  date 

Every  Saturday 
Headings 

All  advertisements  appear 
under  apropriate  headings. 
Copy  date  4pm  Tuesday  prior 
to  publication  date. 
Cancellation  deadline 
5pm  Monday  prior  to 
publication  date. 


Display  /  Semi  Display  £10.00 
per  single  column  centimetre, 
min  30mm.  Column  width 
42mm. 

Whole  Page  £850.00 
(260mm  x  180mm) 
Half  Page  £450.00 
(125mm  x  180mm) 
Quarter  Page  £240.00 
(125mm  x  88mm) 


Lineage  minimum  charge 
£24.00  for  30  words,  90p  per 
word  extra. 

Box  Numbers  £2.50  extra 
Series  Discounts 

5°7o  on  3  insertions  or  over. 
10%  on  7  insertions  or  over. 
1 5  °Io  on  1 3  insertions  or  over. 


Business  for  sale 


For  Sale 


XI  —  WIRRAL  —  Lock  up  premises 
in  very  pleasant  residential  area. 
Turnover  £105,000  p. a.  on  scripts 
2,000  per  month.  Easily  run  business 
on  very  low  rent  and  rates.  Goodwill 
and  fixtures  £15,000  and  stock  at 
valuation. 

X2  —  LINCOLNSHIRE  —  Good 
living  accommodation  is  contained 
in  these  shop  premises  in  the  centre  of 
a  busy  holiday  resort  on  the  Lincoln- 
shire coast.  Turnover  is  running  at 
around  £100,000  p. a.  with  excellent 
profits.  Scripts  average  1,550  per 
month,  freehold  property  £23,000, 
goodwill,  fixtures  and  fittings 
£15,000  plus  stock  at  valuation. 

X3  -  TYNE  &  WEAR  -  High 
Street  pharmacy  in  residential 
suburb  with  excellent  2  bedroomn 
living  accommodation.  Turnover 
now  averages  £66,000  p. a.  High 
value  scripts  now  averaging  1 , 1 30  per 
month.  Property  £30,000.  Goodwill 
and  fixtures  £1,500  and  stock  at 
valuation. 

X4  —  CHESHIRE  /  LAN- 
CASHIRE BORDER  —  This  High 
Street  pharmacy  offers  considerable 
scope  for  improvement  by  an 
energetic  owner.  Scripts  average 
1,500  per  month,  turnover  £92,000 
per  annum.  Freehold  property  for 
sale  at  £23,000.  Goodwill,  fixtures 
and  fittings  £8,000.  Stock  at 
valuation,  £12,500. 


X5  —  SUFFOLK  —  This  delightful 
village  pharmacy  close  to  the 
Norfolk  border  offers  charming 
living  accommodation  in  18th 
century  property.  Current  turnover 
£125,000  per  annum.  Scripts  average 
2,250  per  month.  Freehold  property 
for  sale  at  £45,000  +  stock  at 
valuation.  Offers  for  goodwill, 
fixtures  and  fittings  around  £30,000. 

X6  —  LIVERPOOL  —  Suburban 
lock  up  premises  on  rent  at  £1,125 
p. a.  Business  established  1  year. 
Turnover  running  at  £120,000  p.a. 
and  improving.  Scripts  2,100  per 
month.  Goodwill  and  fixtures 
£20,000  and  stock  at  valuation. 

X7  —  LANARKSHIRE  —  Retire- 
ment vacancy  lock-up  Corporation 
property  on  rent  £1,700  per  annum, 
unopposed  business  established  26 
years  with  turnover  to  May  3 1  st  1 98 1 
just  under  £100,000  on  an  average 
2,000  scripts  per  month.  Goodwill, 
fixtures  and  fittings  £10,000  plus 
stock  at  valuation. 

X8  —  NORTH  EAST  COAST  — 
This  privately  owned  pharmacy  on  a 
council  estate  is  highly  profitable  and 
requires  little  capital  outlay.  The  resi- 
dential accommodation  is  to  be  re- 
tained by  the  owner.  Business  prem- 
ises and  fixtures  on  lease  at  £950  per 
annum  plus  stock  at  valuation 
approx  £8,000.  Turnover  to  31st 
March  1981  £68,000.  High  value 
scripts  average  1,100  per  month. 


Srnest  J/George 

GARDALE  HOUSE.  122  GATLEY  ROAD,  GATLEY.  CHEADLE 
CHESHIRE  SK8  4AT  Tel:  061-428  6718/9 


FOR  SALE 
BY  TENDER 

Building  agreement  and 
99  year  lease  for  the 
erection  of  a 

PHARMACY / 
CHEMIST'S  SHOP 

adjacent  to  Vauxhall  Health 
Centre,  Limekiln  Lane  /  Portland 
Street,  Liverpool  3 

Further  particulars  from: 
The  City  Estates  Surveyor 
PO  Box  148 

Kingsway  House,  Hatton  Garden 

Liverpool  L69  2D  J 
Tel:  051-227  3911 
Ext.  121 


I  CITY  OF  n 

Liverpool 


Stock  for  sale 


BIGGER  &  BETTER... 


FGM  cosmetics 
&  perfumes 


MORE  BRAND  NAMES 

Largest  selection  of  French  &  UK  Perfumes 
BIGGER  LARGER  FANTASTIC 

S_ELECTION  CHOICE  VALUE 

FGM  COSMETICS  &  PERFUMES 

Suppliers  to  retail,  wholesale  St  export. 

Opening  hours:  Mon.  -  Fri.  9  a.m.  -  5.30  p.m.  Sunday  10  a.m.  - 2.00  p.m. 
10-12  Park  Place,  off  Cheetham  Hill  Road,  Manchester  M4  4EY.  Tel.  061-833  9652. 


Three  Pears  Cosmetics 

fTTi       Station  Road 
p-v  Warloy 
\£/      Wast  Midlands 

WE  OFFER  A 
LARGE  RANGE  OF 
TOP  QUALITY 
PERFUMES  AT 
BELOW  TRADE  PRICES. 
CONTACT 
ANGELA  CLARKE 
ON  021-559  9367 

(3/5F) 


EXPORT/ 
IMPORT 

British  and  Continental 
pharmaceutical  and 
Veterinary  medicines. 
Available  for  Africa, 

Middle  East  and 
developing  countries. 

If  you  are  buying  or  selling 

we  would  like  to  make 
contact  with  you.  Telex  us 
on:  881  3246  WEMSEC'G, 
Attn.  Mr.  Brian 
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Patents 


Appointments 


Trade  mark  No.  298764  consisting  of  the  word  SOCIETY 
and  registered  in  respect  of  "Toilet  Soaps  (perfumed)" 
was  assigned  on  10  November  1981  by  J.  C.  &  J.  Field 
Limited  of  225  Bath  Road,  Slough,  Berkshire  to  Nicholas 
Laboratories  Limited  also  of  225  Bath  Road,  Slough, 
Berkshire  WITHOUT  THE  GOODWILL  OF  THE 
BUSINESS  IN  WHICH  IT  WAS  THEN  IN  USE. 


Agents 


A  leading  company  distributing  and  selling  diabetic 
products  and  other  related  medical  products  are 
seeking  additional  agents.  High  commission. 

All  interested  replies  to: 
Box  C&D2815 


Consultancy 


Experienced  executive  pharmacist 
(many  years  in  Hospital  Service, 
higher  degree)  offers  consultancy 
service  on  a  part-time  basis  to  the 
pharmaceutical  and  health  care 
industries. 
Enquiries  to 
BoxC&D  2813 


Agents  required  to  sell 
unique  Italian  Revolving 
Display  Units  to  retail  shops. 
Very  good  potential  income 
from  wide  selection  of  UK 
areas  still  available. 

Please  write  to: 
Jica  Displays, 
258  Station  Road, 
Addlestone,  Surrey 


AcuiRiiviq 


ONLY  TOP  SALES  PEOPLE 
NEED  READ  ON 

Would  you  like  to  earn  a  top  commission 
selling  an  unique  product? 

3  million  already  sold  in  the  USA 

Excellent  commission. 

Can  you  afford  to  miss  this  opportunity? 

Contact: 
Mr  Silver 
Suntex  Products  UK 
7  High  Street  North 
London  E6  1HS 
01-470  3355 


m 


Stock  for  sale 


Capacity 


CALLING  CHEMISTS 
Essex  -  Suffolk  - 
Norfolk  -  Cambs  - 
Herts  -  Beds 

DO  YOU  WANT 

COMPETITIVE 

PRICES 

IN  YOUR  SHOPS 

PERFUMES,  COSMETICS, 
BEAUTY  ACCESSORIES 

Close  toMll/Al 

Kayaero  Perfumery  Workshop, 
Lower  Gower  Rd,  Royston,  Herts. 
Phone:  0763  47858 


Box  Numbers 

When  replying  to  ads  using  a  box 
number,  please  address  your 
replies  as  follows: 
CHEMIST  &  DRUGGIST  CLASSIFIED 

BOX  NO.  C&D---- 
BENN  HOUSE,  SOVEREIGN  WAY, 
TONBRIDGE,  KENT  TN9  1RW 


Costmetic  and 
Toiletry  Contract 
Manufacture 

POWDER  FILLING 
CREAMS  -  LOTIONS 
OINTMENTS  - 
LIQUIDS 

A  leading  manufacturer  has 
recently  disposed  of  its 
branded  product  interests 
and  now  has  capacity  to  offer 
for  contract  manufacture  and 
filling.  Full  laboratory 
services  are  available  for 
both  quality  control  and 
development  assistance 
where  required. 

Contact  Box  No.  212 
T.C.  Bench  Limited 

(Media  Dept) 
185  Uxbridge  Road, 
Hampton,  Middx 
TW12 IBB 


REPRESENTATIVE 
REQUIRED 

Due  to  retirement  Hills  Pharmaceuticals  Ltd.,  will 
shortly  have  a  vacancy  for  an  experienced 
representative  to  call  on  retail  pharmacies  in  the 
Lancashire  and  Cumbria  areas. 
We  are  a  growing,  well  established  wholesale 
company,  and  the  position  requires  a  person  of 
suitable  calibre  and  character  to  maintain  our 
reputation  and  goodwill  amongst  pharmacists. 

The  salary  is  attractive  and  reviewed  annually, 
usual  expenses  are  paid  and  a  car  provided. 

Applications  in  writing,  with  full  details  please 
should  be  addressed  to  Mr.  R.  Fielden, 
Hills  Pharmaceuticals  Ltd.,  Talbot  Street, 
Briercliffe,  Burnley,  Lanes.  BB10  2JY. 


AYLESBURY  AND  MILTON  KEYNES  HEALTH  DISTRICT-  WENDOVER  HEALTH  CENTRE 

PHARMACY  TECHNICIAN 

For  busy  5  doctor  dispensing  practice.  Duties  to  include  some  reception  duties. 
Hours:  37  hours  per  week  with  one  Saturday  morning  in  four. 
Salary  scale:  £3,867-£5,059  pa. 

Application  form  and  job  description  from  Mrs  E  Jeffrey,  Administrator,  The  Health 
Centre,  Aylesbury  Road,  Wendover,  Bucks  HP22  6LD 
BUCKI NGHAMSHIRE  AREA  HEALTH  AUTHORITY 
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Shopfittings 


Machinery  Wanted 


rJuxllNE 


A  MODULAR  SYSTEM  FOR  THE 
PHARMACY  AND  DISPENSARY 
TOGETHER  WITH  A  FULL 
SHOPFITTING  SERVICE. 
N.P.A.  Et  Numark  approved 
Write  or  phone  now  to 

CAMBRAVALE  LTD 


8  COMMERCE  WAY 
LEIGHTON  BUZZARD, 
Phone  0525  381356 
Telex  826715  AREO  G 


BEDS 


DETROIT 
DISPLAY 
SHELVING 


HIGH 
QUALITY 
SHELVING 

UNrrs 

approved  by 


NUMARK 


(TCW) 


K  H  WOODFORD  £f  Co  Ltd 
Ring  Now  0202  36272 


and  PHARMACY 

Specialists 


Complete  service.  N.P.A.  and  NUMARK  approved. 

£plan    UNIT  SHOPFITTINGS 

Eustace  International 
E  Plan  Estate,  New  Road,  Newhaven,  Sussex  BN9  OAE 
Telephone:  07912-  7711 


Magnum 

Shopfittings 


A  New  Generation  of  Pharmaceutical  Shop- 
fitting  Equipment-flexible,  easy  to  install, 
superb  colour  combinations  and  com- 
petitivelyj  priced.  Write  or  phone:  Magnum 
Opus  Ltd;  The  Mailings,  Southmmster, 
Essex.  Tel:  (0621)  772248. 


Span  A 

shopfitting  limited 

alpbn  house,  cavalier  road, 
heathfield,  newton  abbot,  devon. 
tql2  6tg      tel.  0626  832059. 
from  counters  to  total  contracts 
alplan  s  national  coverage  for 

pharmacies 


Stock  Wanted 


WANTED  FOR  EXPORT 

96  TABS  PANADOL 

In  order  to  fulfill  an  export  order  we  are  willing  to 
purchase  any  quantity  in  case  outers  (4  doz)  at  a  price  of 
£12.58  (trade  price)  delivered. 

If  you  think  you  are  in  a  position  to  help  with  any 
quantity  (minimum  4  doz)  please  make  contact  now! 

MALTOWN  LTD,  PO  Box  53,  Harrogate  HG2  0NH. 
Tel:  0423-62593;  Telex:  57439  matowim  g 


A.  &  H.  OTTER  LTD 

(established  1920) 

Largest  cash  stock  buyers  in  the  trade  for 
manufacturers'  clearing  lines,  and  retailers'  stocks. 

3  Northburgh  Street,  London  EC1V  0BA 
Tel:  01-253  1184/5 
Telegrams:  "Sarvill",  London  EC1 


Arenco  or  Kalix  tube  filler  wanted 
capable  output  30  per  minute. 

Telephone:  01-253  0571 


NEED 
ANY 
STAFF? 

ANY  SURPLUS 
STOCK, 
EQUIPMENT 
OR  EVEN  A 
BUSINESS 
FOR  SALE? 

FOR  QUICK 
RESULTS,  RING 

MARTYN  FRYER 
on 

0732  364422 
Ext.  218 
NOW 


Typesetting  and  graphics  by  Magset  Ltd,  Sidcup,  Kent.  Printed  by  Riverside  Press  Ltd,  Whitstable,  Kent.  Published  by  BENN  PUBLICATIONS  LTD,  25  New  Street  Square,  London  EC4A  3JA. 
Registered  at  the  Post  Office  as  a  Newspaper  23/21 /32s 


IF  IT'S 

LIQUID... 
WE  DO  IT! 

AND  WE'VE  BEEN  DOING  IT  A  WELL  FOR  YEARS 

RANSOMS  MANUFACTURE  LIQUID  FORMULARY  AND  GENERIC 
MEDICINES  AS  WELL  AS  A  WHOLE  RANGE  OF  GALENICALS 


: 


Ransoms  combine  the  established  virtues  of 
dependability  and  fair  dealing  with  a  totally 
modern  outlook  and  a  keen  appreciation  of  the 
demands  and  needs  of  today. 

Our  extensive  range  of  Standard  Medicinal  Products 
includes  applications,  elixirs,  inhalations,  linctuses, 
liniments,  lotions  and  mixtures.  Other  main  product 


groups  comprise  soft,  concentrated  and  powdered 
extracts,  resins  and  oleo-resins,  essential  oils  and 
chlorophylls. 

From  the  purchase  of  raw  materials  to  manufacture, 
analysis  and  packaging,  our  quality  control  is  designed 
to  safeguard  the  interests  of  customers  and  maintain 
the  enviable  reputation  of  the  Company. 


CONFIDENTIAL  MANUFACTURING  SERVICE 

We  will  also  make  up  to  your  own  formula,  applying  the  same  rigorous  standards  of 
control  and  quality.  Or  we  can  design  and  develop  to  your  own  specifications.  Write 
in  or  telephone  us  in  confidence  for  further  details  of  our  service. 


You  know  the  name  well 
Get  to  know  the  Company  better 


i.  J- 1 


William  Ransom  &  Son  Limited 

104  Bancroft,  Hitchin,  Hertfordshire  SG5  1LY 


Telephone:  Hitchin  (0462)  4575/7  Telex:  825631 
INTERNATIONAL  REPUTATION 


Established  1846 
A  WORLDWIDE  SERVICE 
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THE  MAIN  LINE  TUBE 

CATCH  IT. 


•  1982  media  spend  is  double  1981. 
Order  now.  It  could  mean  double  your  sales 
and  double  your  profits. 

•  Don't  miss  the  tube.  Catch  it. 


